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“Yes Sir, We Guarantee 
Every Brown & Sharpe 
Tool We Sell” 


“We never hesitate to recommend these 
tools for the most exacting service, 
because from past experience we know 
theyare the highest grade in every respect. 
Furthermore, the manufacturer is squarely 
behind us in this. 


“You will find them handy, accurate and 
reliable; no cause for worry about your 
work even if the limits are fine. And 
they re durable too, nothing but the finest 
quality material in them. They are the 
cheapest tools you can buy, considering 
quality and length of good service.” 





















Such statements clinch sales, when made with 
conviction. Our endeavor is to keep the standard 
of B. & S. Tools so high that these things can 
always be said heartily by the dealer, and 
backed up without reservation by us. 


BROWN & SHARPE MANUFACTURING COMPANY 


PROVIDENCE, R. I, U.S. A 
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Why These Tires 


Give Better Service 


Nassau Tires being of the 


depressed type, the weight of 


the car is evenly distributed 
throughout the entire body of 
the casing. ‘This prevents un- 
equal pressure at certain points 
caused by humps or knobs on 
the wearing surface of the 
tread. 
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Mighty Tough’ 
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Thermo Rubber 


are smooth at the point of most 
wear—the middle of the tread— 
which contains the most tread 
stock which makes them most suit- 
able under all conditions and per- 
mits maximum mileage. 


Note that the depressions are 
made with sharp biting angles 
placed on the side of the tread, pre- 
venting side-slipping, which is the 
real beginning of all skidding. 


Note further that the depressions 
are tapered, which prevents suction 
and does not interfere with the 
progress or speed of the car. Sell 
Nassau Tires. They are good profit 
makers and business builders. 


JUST ADDRESS 
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A Better- Than- 
Average Door Latch 
“The Washburne’ 


N 

\ . * 

\ Most people are accustomed to thinking of 
\ ; 

\N door latches as just door latches and nothing 
\N é 

\ else, that is to Say, they seldom look for new and 
\ practical features “in so common a thing as a 
\ door latch!” 


VMMMW{qt 


Yet, when you can show real features, and 
when you can point out actual “reasons why,” 
these very skeptics are the first to buy your 
goods. 


“The Washburne’” is an all-steel sliding latch, 
adapted for either right or left hand doors. It 
sets flush with the door on the inside so that the 
door can be opened full width. 


YMA 


Besides this important point of superiority 
there is another—a new style of plate staple, 
which requires the latch bar to extend only 34”. 
When a horse enters the door there is no chance 
of the harness being caught on exposed pieces of 
metal. 


Drop us a line and we will mail full details and 
send our attractive proposition. 
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THE BUILDING FEVER 


An Ailment with Great Profit Possibilities for the Hardware Man 
By THE ASSISTANT MANAGER 


vidual who tempts rheumatism as he per- 
spires over a spade in the back yard. There 
are some forty-odd ways in which the spirit of 
spring evidences itself, and most of them have 
a direct influence on the hardware business. Some 
people are content to plant seeds and trust the 
weather man to send sunshine and showers as a 
committee on co-operation. For others this sys- 
tem is too slow, and too much is left to other peo- 
ple. 
I remember the first shanty I had a hand in help- 


vidas fever isn’t confined to that happy indi- 


ing to build. Its architectural design was spon- 
taneous, and its dimensions of no particular foot 
or inch interest. It had to be big enough to hold 
the gang, and there were eight of us. The river 
bottom, when this architectural impulse material- 
ized, was covered with maple trees, and about the 
time the first robins began to advertise their ar- 
rival, sap started to flow and maple sugar was in 
the air. 

The kid who has never sorted tin or galvanized 
iron scrap back of a hardware store for material 
to make sap taps has never really tasted spring. 




















A background of artistic builders’ hardware blends harmoniously with brass and copper goods in the Smith 
Watkins Darnaby Company’s Fashion Week window in Lexington, Ky. 
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P. B. Swegar of the Buckeye Hardware Company, Findlay, Ohio, knows the value 


of color contrast in u 


window trim 


We used to cut a piece of iron %4-in. wide, and 
about 6 or 8 in. long and then coax the tinner to 
bend it trough-shape in his machine. A neat hole 
bored in a maple tree, a little tapering V-shaped 
feed, cut in the bark, at the bottom of which our 
little metal triangle was driven in by a home-made 
mallet, started sweet maple sap dripping straight 
into the tomato can which had suddenly jumped 
from garbage to a thing of commercial value in 
kidland. Of course we had “boiling” days when 
we “sugared off” in mother’s cast iron kettle, and 
these youthful sugar makers simply had to have a 
headquarters camp. 

We rustled an old cast-iron stove, and an assort- 
ment of antiquated and three-legged furniture. 
Stray boards around Dad’s lumber yard, board 
fences, big boxes behind the stores and drift slabs 
along the river combined to furnish material for 
that structure. We pooled our limited working 
capital to buy nails, strap hinges, a hasp and a 
padlock, and when our new club house was com- 
pleted we were envied by every kid gang in the 
county. 

Healthy or Hazardous? 


The spring we built our shanty, grown up build- 
ing activities in our home town resulted in a new 
store, five or six new houses, a few new barns and 
chicken coops, and wood sheds galore. The build- 
ers’ hardware business in an old town of 1500 in- 
habitants isn’t big enough to demand the services 
of an artist who can unravel blue prints. It usu- 
ally calls for two or three hundred dollars worth of 
builders’ hardware on the shelves of the local 


hardware store. That stock can be made as active 
as Villa on the bound, or it can gather dust as 
smugley content as that plutocrat of local poli- 
ticians, the village postmaster. 

The Graves-Humphreys Hardware Company. 
Roanoke, Va., has had a decided hand in the build- 
ing of the new South. It carries a very complete 
line of builders’ hardware, and one of its effective. 
though easily made displays, is herewith repro- 
duced. The trimmer has simply arranged in an 
artistic manner, the manufacturers’ samples. A 
show card announces that the firm is prepared to 
give estimates from blue prints. 


Elbow Room in Ohio 


P. B. Swegar, window trimmer for the Buckeye 
Hardware Company, Findlay, Ohio, would wait for 
the next car rather than ride home on a crowded 
one. He refuses to crowd his windows as strenu- 
ously as he avoids strap hanging. Every item in 
his builders’ hardware display has elbow room, and 
clean white space certainly looks as wholesome as 
fresh air smells. The background of butts and 
hinges gives a decidedly better effect than one 
would imagine could be produced with smal] goods 
covering such a large space. Here again manu- 
facturers’ samples are ready made munitions for a 
drive on building prospects. 


Complimenting Kentucky 


Lexington, Ky., is commonly known as the virgin 
soil for colonels and corn juice. Lexington has 
been maligned. You don’t have to be a colonel to 
appfeciate the many good things in the big Ken- 
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tucky town, and you certainly don’t have to be an 
expert window trimmer to realize that it is a long 
jump from chafing dishes to builders’ hardware. 
They are about as hard to blend as roses on a crab 
apple tree, but this Kentucky window trimmer is 
the Burbank of Lexington. He blended these two 
lines in a window trim that built business in no 
small volume. Note the lighting effects of this 
display. The effect of the dark foliage at the top 
is lightened slowly by the brighter builders’ hard- 
ware designs of the background, and the white bot- 
tom gives almost a footlight effect in the fore- 
ground. 
Let’s Do These Things 

Builders’ hardware this spring means more than 
it has for half a century. Copper and brass are 
crowding the pinnacle of prices. It is a time to 
re-mark old stock on present prices, and it is also 
a time to get busy for all we are worth to move 
the stocks we have on hand. The three suggestions 
our friends from Kentucky, Virginia and Ohio have 
given us ought to start things, but the finish of a 
local boom in builders’ hardware is up to us. 

Let’s post the driver of our delivery wagon to 
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hand us daily lists of anything that looks like 
building. 

Let’s send one of the boys out the first dull day 
to note building prospects. 

Let’s trim a window and do it now. 

We believe in a closed shop Sunday, but since 
the days of courtship we have been taking Sunday 
walks. Let’s walk next Sunday with our eyes open 
and a note book in our pocket. 

Then proud car owners, you purchasers of high 
priced gasoline and gold value dry batteries, there’s 
a profit in a drive to the country if paint and 
builders’ hardware are as much in your mind as 
they ought to be. No man likes to sell when the 
bottom is knocked out of prices. Every one wants 
to let go when the balloons of business are tugging 
away at high values. Builders’ hardware is as 
near heaven as any hardware can ever hope to 
come, 

We can’t figure on hinges for the portals of the 
Pearly Gates, but we can get after the more ac- 
cessible prospects right at home. Builders’ hard- 
ware? You bet! It’s the way to show we've got 
spring fever. 
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Good use of manufacturers’ samples by the Graves-Humphreys Hardware Company, Roanoke, Va. 





Benjamin 8S. Alder Company to 
Move 


8 tape Benjamin S. Alder Company, which has 
been located at 37 Warren Street, New York 
City, for the past 20 years, will move to new and 
larger quarters at 30 Warren Street, which will 
be up to date in every detail, and which will en- 
able it to take care of its rapidly increasing busi- 
ness. 

The concern devotes its entire time to represent- 
ing manufacturers in the metropolitan district of 
Greater New York, and to export trade. 

The manufacturers represented are as follows: 

The Griffin Mfg. Company, the Turner Brass 
Works, the Oswego Tool Company, the Wrights- 
ville Hardware Company, the E. T. Fraim Lock 
Company, the Warren Axe & Tool Company, the 


Olmsted-Flint Company, the Wausau Abrasives 
Company, the Star Specialty Manufacturing Com- 
pany, the Handy Things Mfg. Company, the Hawk- 
eye Wrench Company, the Standard Manufactur- 
ing Company and the Lodge Manufacturing Com- 


pany. 


Fire Damages New England 
Headquarters 


A FIRE recently occurred in the headquarters of 
the New England Hardware Dealers’ Asso- 
ciation at 176 Federal Street, Boston, Mass. It 
occurred in the early morning, and was probably 
caused by crossed wires between the floors of the 
building. The damage is estimated at $3,000,. 
chiefly confined to offices on the third, fourth andi 
fifth floors. 




















PROFIT AND PRESTIGE FROM GLASS 
AND CHINA 


How the Sale of Glassware and China Has Built Up Business in 
Montana and Increased Profits for an Oklahoma Hardware Firm 


By G. B. 


HERE was a time, not so very long ago, when 
rc the suggestion of carrying glassware and 
china in a hardware store would have branded 
a man as a fit subject for the county “Nut House.” 
It required a mighty keen perception to distinguish 
anything of a hardware nature in a cut glass bow! 
or a set of Haviland china. The man who had 
spent a lifetime wrapping nails and wrapping tools 
had no insight regarding the profits to be gleaned 
from a high priced, break-easy line. He feared 
the possibilities of a mix-up between tack hammers 
and glass or monkey wrenches and china. He 
doubted the ability of his calloused hands to juggle 
anything so fragile. Besides he had never figured 
on the profits of the line. 


Feared to “Butt In” on Another’s Line 


The hardware man has always packed a tender 
conscience. He has always fostered an exaggerated 
idea of the rights of others. The plumber was 
supposed to have a clear title to the sale of every- 
thing pertaining to water pipes and bath-rooms. 
The racket store was booked to gather the profits 
from every article that carried a ten-cent price. 
The druggist was a freelance, with a perfect right 
to sell anything that looked good to him, and the 
garage owner was considered the exclusive vendor 
of everything that smelled of gasoline. The con- 
siderate hardware man wouldn’t hurt the feelings 
of these estimable gentlemen for worlds. To be 
sure the plumber was handling everything from 
pipe fittings to nails; the racket store was copping 
profits from hammers and saws, and the druggist 
was going strong on razors and high-priced cut- 
lery, but that was a different proposition. You see 
—there was never supposed to be any such thing 
as a conscience mixed up with the sale of plumbing 
supplies, racket goods or drug sundries. 


Conscience Still There, but a Change in Policy 


The hardware man still boasts a conscience, but 
like a good politician, he has materially changed 
his platform. He has learned that any line of 
goods which improves his business, increases his 
sales, and builds up his prestige can safely be 
branded “Hardware.” He has discovered the effi- 
cacy of fighting fire with fire, and he has reached 
a point where he rather enjoys giving the druggist 
and the racket man a run for their money. It is 
hard enough, in these days of keen competition, to 
hoard up sufficient spending money even when you 
carry a full line, without sluffing any gilt-edged 
profit bearers to the fellow down the street. We 
have reached the time of the survival of the fittest, 
and the fittest in this case is the man equipped to 
satisfy the greatest number of legitimate desires. 


Attractiveness Draws Woman’s Trade 


Nothing adds more to the attractiveness of a 
store than a judicious display of well-selected glass 
ware and china. It tones up the harsher outlines 
of the salesroom and brightens the stock. It draws 
women to the store—and you can take it from me— 
woman is going to be a mighty big factor in the 


CAREY 


future sales of hardware. She it is who will pick 
out the new range and buy the electric percolator, 
and who will plan the color scheme for the spring 
painting and select the builders’ hardware for the 
new bungalow. She never was and never will be 
strong for any line that isn’t attractive and she 
has a weakness for cut glass and fancy china. If 
you want the long profits that accrue from her in- 
terest in attractiveness, it is up to you to stock the 
line that carries the attraction and the profits. 


Montana Store Makes Good with the Line 


The Kalispel Mercantile Company, Kalispel, Mon- 
tana, has for several years carried a stock of fancy 
glass ware and china. Beginning in a small way 
with the line as a part of the general stock, they 
now have one of the largest special salesrooms de- 
voted exclusively to glass and china in the State. 
This salesroom adjoins the main hardware depart- 
ment and is arranged to carry the stock in a con- 
venient manner. ‘lhe walls are lined with beauti- 
ful wall cases filled with high class glass and china 
novelties. Glass floor cases glisten with cut 
glass vases and hand-painted salad bowls. Long 
display tables or counters are decorated with dis- 
plays of fancy dinner ware. This department ap- 
propriately called “China Hall” seems always busy. 
The firm declares it an extremely profitable line 
and claims that its possibilities as an advertisement 
for the store as a whole cannot be over-estimated. 


Oklahoma Firm Issues Catalog of Glassware and China 


W. J. Pettee & Co., Oklahoma City, Oklahoma, 
have given the handling of this line a thorough 
try-out. This enterprising firm not only carries a 
large stock of glassware and china, which it fea- 
tures in advertisements and window displays, but 
it also issues a catalog of the line, prepared by the 
advertising manager and mimeographed. These 
catalogs are sent out yearly to all the families on 
the firm’s large mailing list, and are also wrapped 
up with packages to be delivered. The returns 
have been more than good, and the fact that Pettee 
& Co. are constantly increasing the stock of china 
and glass proves beyond doubt that the profits are 
satisfactory. 


A Fair Field and No Favors 


There is no real reason why the hardware trade 
in general should not reap a profit from this thor- 
oughly tested line. Business should always recog- 
nize a fair field and no favors. If a line can be 
depended on to yield a fair return on the money 
invested, prejudice should not be allowed to keep 
it out of the stock. There’s both profit and pres- 
tige for you in handling glassware and china. The 
field is not overcrowded and the line sells at all 
seasons of the year. 

Competition can best be met by absolute ability 
to fill the customer’s wants. Side-track precedent 
and prejudice! Give profit and prestige the right 
of aay! It will aid materially in getting the 
right color of ink on your profit ledger. 
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THE NEW “BREAD” LINE. wha Won oe ee 


Accessory Jobbers to Hold May 
Meeting 


HE National Association of Automobile Ac- 

cessory Jobbers will hold its spring meeting 
at The Homestead, Hot Springs, Va., on May 9, 
10, 11, 12, 1916. The first two days will be devoted 
to meetings of the directors and various commit- 
tees and the llth and 12th to the general ses- 
sions. A large number of applications for men 
bership have been received since the Januar: 
meeting, and a great many subjects of general in 
terest to the trade will be discussed during the 
meetings. 


Pacific Hardware & Steel Company 
Elects Officers 


T the annual meeting of the Pacific Hardware 
and Steel Company, San Francisco, Cal., the 
following directors were elected for the ensuing 
year: W. T. Smith, A. T. De Forrest, C. F. Hunt, 


J. K. Moffitt, Edward J. Martin, Jefferson F. Moser, 
Charles A. Tittle, Jesse W. Lilienthal, Robert M. 


‘Thompson. 


The following are the officers elected: 

W. T. Smith, president; Jesse W. Lilienthal, 
first vice-president; A. T. De Forrest, second vice- 
president; W. H. Scott, third vice-president and 
treasurer; Arthur E. Sugden, secretary. 


Mysto Mfg. Company Changes 


Name 


— A. C. Gilbert Company, New Haven, Conn., 
formerly the Mysto Mfg. Company, has sent to 
the trade the following notice: 

Owing to the rapid growth Erector has made 
over our original line of Magic, and the creation 
this year of Briktor, Electror, etc., we have out- 
grown the name of “Mysto” and as it is our pur- 
pose to make Gilbert toys a household word 
throughout the world, we have decided to change 
the name from the Mysto Manufacturing Company 
to the A. C. Gilbert Company. 
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FARMERS’ WEEK AT THE]U 





LBERT HUBBARD once said, somewhat cyn- 
ically and characteristically, that morality 
was largely a matter of latitude. So by the 

same token, economic problems are mostly a sec- 
tional matter in this country. East of the Alle- 
ghenies and North of the Potomac, labor problems 
loom large on the troubled horizon, much of this 
being due to the prevailing obsession as to the 
overpowering importance of manufacturing and 
the consequent neglect of agriculture. Elsewhere in 
general in the South and West, with some nota- 
ble local exceptions, the thing of pith and moment 
is the development of agriculture as the funda- 
mental business of the country, and the readjust- 
ment and co-ordination of rural and urban life. 
Just now nearly everybody from sociologist to 
business man is taking a hand in this promotion, 
some earnestly but ignorantly, and others, espe- 
cially the railroads through their development de- 
partments, and the State universities through 
their agricuitural colieges, singie mindedly and ef- 
ficiently. Few now among thinking people are any 
longer blind to the importance of the matter, and 
the distributing world in commercial life, whether 
wholesale or retail, knows that its future depends 
largely upon the successful solution of the problem. 


Fighting the Call of the City 


The State University is the greatest factor of 
the many that essay to grapple with the difficulty. 
It can reach directly at its home in Columbia only 
the young who come as students. So in addition to 
its university extension courses which touch every 
part of Missouri, it instituted some years ago an 
annual “Farmers’ Week” at Columbia and thither 
there went recently some three thousand farmers 
and their families, and a special trainload of St. 
Louis business men to give definite assurance of 
their interest in this absorbing problem. 





‘‘Back to the Farm’’ Move- 


West Campus of the 


In simple phrase, the problem in the beginning is 
to co-ordinate the experience of centuries in agri- 
culture with modern experiment and discovery, 
und secondly, and even more important, to answer 
the question as to how rural life shall have and 
hold at least most of those things of opportunity, 
education, enlightenment, pleasure, comfort and 
amusement that fall to the lot of the dweller in the 
city. For deeper than all the problems of increas- 
ing the efficiency of agriculture lies that of making 
life on the farm attractive so that among the com- 
ing generation those of noble discontent and na- 
tive ambition shall no longer respond to the call 
of the great city. Most noticeable and pregnant of 
all was the overpowering fact that the farmers— 
men and women alike—were there for a serious 
purpose. So that day and night they crowded the 
lecture halls of the agricultural college to hear the 
results of experience and experiments, and both to 
ask and answer questions. It was the kind of 
democracy in conclave that took nothing for 
granted and had to be shown. It was a poor place 
for theorists, and they were not there, for the 
voices of experience and practicality called aloud 
to each other from lecture platform and audience. 

Everybody was going to school and foremost 
among those who “wanted to know” were the 
women farmers. If one may judge by the re- 
turns of recent suffrage elections there still pre- 
vails in many sections of the East the cave man’s 
idea of womankind, and the antiquated riental be- 
lief that they should submit themselves in all 
things with becoming meekness and humility to the 
judgment of man, and that incidentally their 
voices should not be heard in public. Fortunately 
this lingering superstition does not get very far in 
the West, for few things were more evident at 
this meeting than that in the hands of the women 
lay the best hope of the regeneration of farm life. 
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Feminists in Evidence 


They were leading the fight for a community 
church that shall unite scattered and weak congre- 
gations of different creeds in one harmonious 
whole upon some common ground. With their 
usual directness they set aside all manner of discus- 
sions as to the technical and canonical difticulties in- 
volved and asked for some broad treatment of the 
question after modern fashion. Because of their 
children they demanded that the county and not 
the district be the unit of the public schools and 
had small regard for an antiquated constitution 
and still more fossil legal objections that stood in 
the way. They embodied most of all the human 
element in the plea for a farm life free from the 
insensate and unnecessary drudgery where the 
thoughtless and short-sighted farmer bought all 
needed farming implements and added acre to acre 
but took no thought of running water for his 
house, and of household conveniences which would 
give leisure and comfort to his wife and family. 
Back of every movement that meant more life and 
fuller on the farm was a woman’s organization, 
deadly in earnest, resourceful of purpose and 
knowing just what it wanted and how to get it. 

All the elemental forces of life were at work, 
seeking to solve those elemental problems of coun- 
try life, which long ago have been lost to the ken 
and sight of the dweller in the city, and those who 
essayed to teach knew their audience. I remember 
in especial a lecture on the commercial aspect of 
bee keeping. Now the care of bees is a profitable 
proposition when conducted with skill, intelligence 
and sympathy. Otherwise it is usually a losing in- 
vestment to the man and a tragedy to the bees. 
These wise little insects have an extraordinarily 
complex social and economic organization, and not 
to know and understand it is to lose money in your 
venture of selling honey. Also they have their 
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peculiarities, and one of them they share with cer- 
tain classes in England and Germany and the en- 
tire population of the Fiji Islands. Namely, that 
all the work should be done by the female element, 
for the workers are undeveloped females, and 
that the males—the drones—should merely be 
ornaments. 

The lecturer—a gray bearded bee keeper—held 
for over an hour a large audience in close atten- 
tion. For he knew alike every detail and as well 
all the romance and idealism and human side of 
his calling. Actual experiment and practical ex- 
position accompanied each lecture on every topic. 
The elemental need of stock on every farm, and 
high grade stock at that, had an object lesson in 
the stock farm, and the process of dairy manage- 
ment went along each day with the accompani- 
ment of the finest herd of dairy cattle of its size 
in the world. The needed rotation of crops was 
illustrated by charts of over a quarter of a cen- 
tury of actual experiments on the university 
farm. Domestic science demonstrations to the 
women were in the form of things actually done. 
The things of comfort and convenience and sani- 
tation for the farm were shown by charts and ex- 
amples and the articles themselves. 


For the Children’s Sake 


There was everywhere patient, intelligent work- 
ing out in detail of results to accompany the ap- 
peal. And so the whole gamut of farm life, agri- 
cultural, economic and social, was sounded both in 
theory and practice. Toward the end of the week the 
conclusion came in a so-called banquet, really a 
wholesome hearty dinner to which over a thousand 


Continued on page 76 

















the Universit y of Alissovri 











Mr. Schwab’s Sudden Costversion 


A* AN inducement to Congress to abandon the 

bill establishing a Government armor-plate 
plant, the Bethlehem Steel Company offers to “man- 
ufacture armor for an indefinite period at any price 
which the Federal Trade Commission shall decide 
to be fair.” 

For twenty-nine years the present owners of the 
Carnegie, Midvale and Bethlehem Steel companies 
have had an armor-plate monopoly. During that 
time there has been complaint at intervals of ex- 
orbitant prices and inferior products. Frequently 
it has been shown that armor-plate was sold abroad 
at figures considerably less than those exacted at 
home. On many occasions there have been threats 
of such action as now is under way. 

It was not until the fifth of the present month, 
however, that the Bethlehem Company offered to 
meet the public in a spirit of guaranteed fairness. 
The Senate had already pronounced in favor of 
making armor on public account, and the House 
had exhibited a disposition to follow, when the 
Bethlehem proposition appeared. If the concession 
comes too late, the blame must rest with those who 
have exhausted public patience. There can be no 
doubt that had the terms suggested by Mr. Schwab 
been advanced a year ago they would have been 
gladly accepted. 

In most cases in this country public ownership 
is a last resort. Monopolists who are inclined to 
push their advantages too far will do well to heed 
the storm signals displayed for their guidance.— 
The New York World. . 


Establishing the Precedent 


HY should not the Government go into the oil 
business to hit the oil trust, as proposed by 
Representative Bailey of Pennsylvania? And then 
why should it not go into the shoe business to hit 
the shoe trust, and into the hay business to hit the 
hay trust, and into the horseshoe business to hit the 
horseshoe and horseshoe nail trusts? 

Indeed, as United States soldiers wear shoes and 
as the Government’s horses wear horseshoes and 
consume hay out of all proportion to the amount of 
gasoline consumed by our army automobiles and 
aeroplanes, why should not Government investment 
in these lines of industry be even more justifiable 
than its venture in the oil business? 

Certainly Government engagement in any or all 
of these lines of industry would be fully as justifi- 
able as Government trying to absorb the armor 
plate industry to hit the armor plate trust. If the 
field of private enterprise is to be invaded at all, 
why stop until the country is mortgaged to itself 
to keep its publicly owned industries out of bank- 
ruptcy ?—The New York World. 


This Country’s Exports 


HE United States is now the world’s largest ex- 
porter of manufactures, according to statistics 
compiled by the Foreign Trade Department of the 
National City Bank given out recently. The com- 
pilation shows that the manufactures exported from 
the United States in 1915 exceeded by about $350,- 
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000,000 those of Great Britain, formerly the world’s 
largest exporter of manufactures. 

The total value of manufactured products ex- 
ported from this country last year was $1,784,000,- 
000; those from Great Britain, $1,426,000,000; 
France, $350,000,000; Italy, approximately $225,- 
000,000; Canada, approximately $150,000,000; 
Spain $121,000,000; India, $143,000,000, and Rus- 
sia close to $35,000,000. No figures were available 
regarding the 1915 exports from Germany, Austria- 
Hungary, or Belgium, but the bank’s foreign trade 
department reported that under existing circum- 
stances such shipments must have been extremely 
small. The statement further says: 

“Great Britain, Germany, France, Belgium, Aus- 
tria-Hungary, Italy, and Spain are, aside from the 
United States, the world’s chief exporters of manu- 
factures. In recent years the United States has 
held third rank in exports of manufactures, those 
from Great Britain and Germany being larger than 
from the United States. In 1913, the year immedi- 
ately preceding the war, the exports of manufac- 
tures from Great Britain were $2,001,000,000; those 
of Germany, $1,607,000,000; those of the United 
States, $1,117,000,000; France, $718,000,000; Bel- 
gium, approximately, $450,000,000; Austria-Hun- 
gary, $361,000,000; Italy, $321,000,000; Nether- 
lands, $257,000,000; Switzerland, $198,000,000; 
Spain, $51,000,000, and India, $139,000,000, making 
it apparent that the United States which ranks as 
the largest exporter of manufactured products in 
1915, held third rank as an exporter of manufac- 
tures in 1913, the year immediately preceding the 
war and therefore the latest normal year in inter- 
national trade in manufactures.” 

According to the compilation, the share which 
manufactures form of the total domestic exports of 
the principal countries of the world is, under normal 
conditions, as follows: Great Britain approximate- 
ly 80 per cent; Germany, 69 per cent; France, 58 
per cent; Switzerland, 75 per cent; Italy, 31 per 
cent; Austria-Hungary, 46 per cent, and the United 
States, 48 per cent. In the calendar year 1915 the 
share which manufactures formed of American ex- 
ports was 51 per cent.—New York Times. 


Rittman Gets New Plant 


ITTSBURGH.—The Rittman Process Corpora- 

tion, of which Dr. Walter F. Rittman, who re- 
signed from Government service last week, is vice- 
president, has purchased the plant of the Benzol 
Products Company on Neville Island in the Ohio 
River. 

The plant will be enlarged and under Dr. Ritt- 
man’s direction will at once begin to make gasoline 
under the Rittman process from crude petroleum 
and to turn out chemicals for dyestuffs.—Evening 


Sun. 
Hotel De Gink, Havana 


Special Cable Dispatch to The World 
AVANA.—Jeff Davis, who ran the Hotel de Gink 
in New York, has arranged for a permanent de 
Gink station in Havana. He says he intends to ship 
to the United States a hundred or more stranded 
Amertcans who, not knowing Spanish, are unable 
to find work here. 
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United States Business Boom Has 
New Headway 


ASHINGTON.—tThe country’s prosperity now 
is practically without a “spot,” according to 
reports from twelve Federal reserve agents, made 
public recently by the Federal Reserve Board. One 
tangible evidence given of the tide of prosperity is 
the shortage of labor in both the Boston and New 
York districts, directly attributed to business 
extensions. 

The reserve agent at Boston says that “in almost 
all lines of trade exceptionally good business is 
reported,” the principal deterring factors being the 
embargo on freight, high cost of raw material and 
shortage of skilled labor. 

Philadelphia reports that “general business 
throughout this district is good and our dependence 
on emergency orders is diminishing. Complaint of 
difficulty in obtaining raw material and satisfactory 
delivery is becoming rather general, resulting in 
heavy advance purchases. Earnings are breaking 
records in many lines, and prospects for the future 
are considered to be favorable.” 

Cleveland notes few changes in the prosperous 
conditions reported for February other than a diffi- 
culty in getting raw materials and parts of ma- 
chinery. An increase in the number of building 
permits sought in the cities of the fourth reserve 
district are referred to by the Cleveland agent. 

Chicago reports new activity in the erection of 
apartment buildings and small manufacturing 
plants and a recent expansion of the furniture in- 
dustry. 

St. Louis states that February was notable “for 
increases in price in practically every line in prob- 
ably a majority of the manufacturing industries,” 
while the Minneapolis agent describes “ a generally 
favorable spring outlook. Collections have been 
good throughout the winter.” 

As to business in the Kansas City district, it is 
observed that it “continues to increase rapidly and 
previous high records are constantly being broken 
in many lines.” 

The same tone of optimism pervades the reports 
of the San Francisco, Dallas, Atlanta and Richmond 
agents. Several of the reserve agents comment on 
the decrease in the number of business failures as 
compared with February, 1915.—New York Eve- 
ning Sun. : 


Winter Wheat’s Condition Poor 


ASHINGTON.—Winter wheat production will 
total 495,000,000 bushels, condition as of 
April 1, the Department of Agriculture forecasted. 
This compares with 655,045,000 bushels, the esti- 
mated production in 1915, and 648,000,000 bushels 
in 1914. 

Condition on April 1 was 78.3 per cent, against 
88.8 per cent last year, 95.6 per cent in 1914 and 
87.3 per cent, the 10-year average. 

There was a decrease in condition from Dec. 1 
to April 1 of 9.4 points, compared with an average 
decline of 3.5 points between these dates in the last 
ten years. 

The statement said: 

“The small production forecast is due partly to 
a reduction of about 11 per cent from the acreage 
of the preceding year and to a growth lower than 
the condition on April 1 in any year since 1904. 
The cause was a wet, cold fall, causing poor seed 
beds and poor start for wintering. Much of the 
crop was sown late, partly from necessity of the 
season and partly to avoid Hessian fly.—The Amer- 
ican. 
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Herrick Opposes Rural Credit Bill 


YRON T. HERRICK in a lengthy letter to the 
secretary of the Cuyahoga County Bankers’ 
Association, says the Hollis bill, or Democratic 
rural creditors’ measure, is useless, defective and 
dangerous, and ought not to pass. 

He says in part: 

“It would be better for Congress to pass a law, 
general in its nature, like the National Banking 
Act, under which plural competitive companies 
might be formed for granting loans to any class of 
land owners selected by their charters. Such a law 
would regulate bond issues, enforce rigid super- 
vision, and safeguard borrowers from oppression 
and investors from losses, and require enough cap- 
ital stock to assure a strong financial standing. As 
farm loans are more expensive to make than other 
kinds of loans it might be advisable to exempt from 
taxation all farm mortgages when used as security 
for bonds. 

“But special legislation should not go beyond 
this favor until a fair trial had proved that properly 
regulated and officially supervised companies, oper- 
ating on correct principles, were not able to find 
the farmers all the money they need at long-term 
and reasonable interest rates. 

“Landschafts are the best institutions for ac- 
cording long-term credit on farm lands, but it would 
be well to leave the legislation for them to the 
States where they might be _ serviceable.”—The 
American. 


Cash on Hand 


” the annual reports of the industrial companies 

now coming to hand one item, cash, is receiving 
close attention. To a large extent that item reflects 
dividend prospects. A company with small cash 


_ holdings is not likely either to begin or increase its 


dividend. 

Of ten industrial companies selected at random 
eight show that cash has been steadily increasing 
during the past three years. Here are the figures: 


1915 1914 1913 
| ae $5,910,000 $3,539,000 $1,957,000 
Beare Moebuck .....cccce's 6,798,000 2,188,000 1,915,000 
Armour & CO........ccceee 8,401,000 7,085,000 5,409,000 

o Me BODO... cccccccconse 13,102,000 10,276,000 9,990,000 
po eee 15,000,000 4,989,000 1,727,000 
BO, TED ng cccccdoscceres 15,625,000 19,110,000 17,587,000 

vAme, Memelting ....cccccess 18,642,000 14,642,000 8,034,000 
General Electric .......... 25,000,000 22,528,000 14,844,000 
| ‘i ee Seeereverare Pa 29,870,000 36,266,000 22,199,000 
is We Wc hc es constresse 94,083,000 61,963,000 66,951,000 


In figuring the dividend prospects of a company 
two items besides cash must be considered, current 
assets and current liabilities. If the last-named 
item equals or exceeds current assets which in- 
clude cash, the company is short of working 
capital. According to the 1915 report, Studebaker 
had $24,337,000 current assets and $4,343,000 cur- 
rent liabilities; Sears Roebuck, $25,367,000 and $5,- 
725,000 respectively; Bethlehem, $66,663,000 and 
$52,329,000.—The Evening Post. 


Combinations for Export Planned 


ASHINGTON.—The Federal Trade Commis- 
sion’s report on its investigation of foreign 
trade conditions will be issued in a few days. 

Export combinations among American manufac- 
turers and “dumping” by foreign corporations are 
given special attention. 

A canvass of all lines of business in the country 
is said to have shown a general sentiment in favor 
of export combinations similar to those which have 
given Germany’s manufacturers so great a share of 
the world’s commerce.—The American. 
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Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION CONVENTION, in conjunction with the South- 
ern Hardware Jobbers’ Association, Birmingham, 
Ala., April 18, 19, 20, 21, 1916. Headquarters, Tut- 
wiler Hotel. F. D. Mitchell, secretary-treasurer, 
Woolworth Building, New York. : 


SOUTHERN HARDWARE JOBBERS’ ASSOCIATION CON- 
VENTION, in conjunction with the American Hard- 
ware Manufacturers’ Association, Birmingham, 
Ala., April 18, 19, 20, 21, 1916. Headquarters Tut- 
wiler Hotel. John Donnan, secretary-treasurer, 
‘Richmond, Va. 

ARKANSAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Little Rock, May 9, 10, 11, 1916. Grover 
T. Owens, secretary, Little Rock, Ark. 

THE SOUTHEASTERN RETAIL HARDWARE ASSOCIA- 
TION, comprising the Florida, Alabama and Georgia 
retail hardware associations, will hold conventions 
as follows: 

FLORIDA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Ocala, May 9, 10, 11, 1916. W. L. Harlan, 
secretary, 86 East North Avenue, Atlanta, Ga. 

NATIONAL ASSOCIATION OF AUTOMOBILE ACCES- 
SORY JOBBERS CONVENTION, Hot Springs, Va., May 
9, 10, 11, 12, 1916. Headquarters, The Homestead. 
William M. Webster, commissioner, 1813-1818 City 
Hall Square Building, Chicago, IIl. 

ALABAMA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Decatur, May 23, 24, 25, 
1916. W. L. Harlan, secretary, 86 East North Ave- 
nue, Atlanta, Ga. 

GEORGIA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Savannah, June 6, 7, 8, 1916. 
W. L. Harlan, secretary, 86 East North Avenue, 
Atlanta, Ga. 

AMERICAN IRON, STEEL AND HEAVY HARDWARE 
ASSOCIATION CONVENTION, Pittsburgh, Pa., May 24; 
25, 26, 1916. Headquarters, the new William Penn 
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Hotel. Arthur H. Chamberlain, secretary, Mar- 
bridge Building, New York. 

PANHANDLE HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Amarillo, Tex., May 22, 23, 
24, 1916. L. E. Lyles, secretary-treasurer, Ama- 
rillo, Tex. 

NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION AND EXHIBITION, June 12, 13, 14, 15, 
1916. George A. Fiel, secretary, 176 Federal Street, 
Boston, Mass. 

NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Boston, June 138, 14, 15, 1916. M. L. 
Corey, secretary, Argos, Ind. 





Traveling Salesman Appreciates 
Hardware Age 


NORTH YAKIMA, WASH. 
To the Editor: 

I have succeeded at last in getting the bunch 
to hold store meetings once a month, as you sug- 
gested in HARDWARE AGE. We had our first meet- 
ing last Monday night. The Diamond tire man 
was here and gave us a nice talk. Say, the good 
it has done you would hardly believe possible! 
In the past week I have placed five good live 
agencies, through my own efforts. That means 
at least fifty casings for shipments between now 
and April 1. It just shows what co-operation 
will accomplish. Some class to HARDWARE AGE 
these days! The big issue was exceptionally 
fine. One thing I notice about HARDWARE AGE: 
the numbers are usually kept, whereas the other 
hardware publications soon get into the waste 
basket. George Rankin is handling our windows 
and doing fine work. He is always waiting for 
your magazine. Very truly yours, 

A. E. DARLING, 








Yakima Hardware Company. 
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The Holder Hardware Company, Bloomington, Ill. pays particular attention to that department of its business 

devoted to the finer housewares. Silver-plated goods, fast niekel and copper ware are handled in large quan- 

tities and in a most satisfactory and profitable manner. This illustration is just a peek into the corner of the 
housewares department of this progressive Illinois concern 
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The Tavenner Bill—‘‘Honest Paint’’ Measure 
By W. L. CROUNSE 


WASHINGTON, D. C., April 10, 1916. 

HALL it be made a crime to employ more 
S efficient methods in the manufacturing estab- 

lishments of the Government, including the 
arsenals, the navy yards, the gun foundries, etc.? 
And if it’s made a crime by statute to increase the 
efficiency of a Government establishment, what will 
be the effect of such a law on private workshops 
and factories, big and little? 

These are the questions which members of the 
House Committee on Labor are now chewing over 
as the result of a series of hearings just concluded 
on one of the most vicious and abominable legislative 
measures ever brought forward in Congress, 
namely, the Tavenner bill, which not only makes it 
“unlawful for any officer, manager, superintendent, 
foreman or other person having charge of the work 
of any employee of the United States Government 
to make or cause to be made with a stop watch or 
other time-measuring device a time study of any 
job of any such employee between the starting and 
completion thereof, or of the movements of any such 
employee while engaged upon such work’’; but also 
forbids the payment of any premium, bonus or cash 
reward to any employee in addition to his regular 
wages, “except for suggestions resulting in improve- 
ment or economy in the operation of any Govern- 
ment plant.” 


A Few Words About Mr. Tavenner 


It is difficult to believe that any man with a head 
full of the prehistoric, antediluvian 
which this bill is based could get votes enough in 
any part of the United States to come to Congress. 
Yet he’s here, and here’s his biography as published 
in the Congressional Directory: 

“Clyde H. Tavenner, Democrat, of Cordova, IIl., 
was born at Cordova, Feb. 4, 1882; when 13 years 
old started to work in a country newspaper Office, 
setting type ‘at the case’ steadily for four years; 
then took up editorial end of newspaper work on 
large city dailies; more than 2000 country weeklies 
are regularly publishing his weekly letter of Vital 
Washington News; in 1909 he went abroad and 
wrote a series of 100 letters on the tariff systems 
of England, France, Germany and Italy; director of 
publicity for the Democratic National Congressional 
Committee in the campaigns of 1910 and 1912; was 
elected to the Sixty-third Congress, running 2000 
ahead of the national ticket, and re-elected to the 
Sixty-fourth Congress, receiving 5000 more votes 
than the head of the ticket.” 
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As Mr. Tavenner wrote it himself we must accept 
every item of his little biography as true, but isn’t 
it a shame that a man who was able to jump from 
“setting type at the case” to the “editorial end of 
newspaper work on large city dailies’ should be 
willing to be the father of such a preposterous propo- 
sition as the Tavenner bill? And isn’t it tough on 
the Democratic National Congressional Committee 
that it picked a “director of publicity” who, after 
he landed in Congress, should distinguish himself 
for nothing at all except a project to turn back the 
clock of civilization hundreds of years to the days 
when they mobbed the inventor of the power loom, 
hooted off the streets the man who discovered the 
power of steam, and put in pleasant Saturday even- 
ings burning witches in the town square? 

But the serious aspect of the case is that the 
Labor Committee will probably try to force this bill 
through Congress, notwithstanding the fact that 
during the past week some of the ablest efficiency 
engineers and the most experienced manufacturers 
in the country have spent whole days and nights 
pointing out to the members of the committee the 
awful industrial blunder they are about to commit 
and its probable consequences to everybody involved, 
the manufacturer, the workman, the consumer, and 
the taxpayer. A similar proposition was forced as 
an amendment into the Army and Navy Appropria- 
tion bills a year ago, and only failed of its purpose 
because the advocates of the legislation overlooked 
the fact that the labor employed at the arsenals is 
paid under another measure, the Fortifications Ap- 
propriation bill. 

Mr. Tavenner may put this across to-day, but 
if he does he will live to see his own colleagues 
repudiate him—if, indeed, his constituents don’t 
beat them to it—but he can no more stop the steady 
progress of scientific shop management than old 
Dame Partington could sweep back the Atlantic 
Ocean with her little 2-cent whiskbroom! 


An Important “Honest Paint” Measure 


Before you tackle the next “clean-up, paint-up” 
campaign find out what has happened to the bill in- 
troduced by Senator Kenyon of Iowa (S. 1289). 
“for preventing the manufacture, sale or transpor- 
tation of adulterated, mislabeled, or misbranded lin- 
seed oil, turpentine, or paint.” If this bill becomes 
a law there’ll be lots doing in the paint trade. 

The Kenyon bill, which has just been taken up by 
the Senate Committee on Manufactures for hear- 
ings, is ~odeled on the Federal Pure Food and Drug 
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law. It prohibits the manufacture “within any 
territory or district of the United States” of any 
linseed oil, turpentine, or paint which is “adulter- 
ated or mislabeled or unlabeled within the meaning 
of this act.” So far as the regulation of the manu- 
facture of these products is concerned the Federal 
Government’s jurisdiction is limited to the Terri- 
tories, and does not reach into the States, which 
reserve to themselves the exercise of the police 
power. 

The Federal Government has exclusive control of 
interstate commerce, however, and therefore the 
most important section of Senator Kenyon’s bill 
prohibits “the introduction into any State or Ter- 
ritory or District of the United States from any 
other State, Territory or District or from any for- 
eign country, or shipment to any foreign country of 
any linseed oil, turpentine, or paint which is adul- 
terated, mislabeled, or unlabeled.” Penalties of 
fines of from $200 to $300 or imprisonment not ex- 
ceeding one year or both in the discretion of the 
court are imposed by the bill upon “any person who 
shall ship or deliver for shipment from any State 
or Territory or District of the United States to any 
other State or Territory or District of the United 
States or to a foreign country, or who shall receive 
in any State or Territory or District of the United 
States from any other State or Territory or Dis- 
trict of the United States or foreign country, and 
having so received shall deliver in original un- 
broken packages, for pay or otherwise, or offer to 
deliver to any other person any such article so adul- 
terated, mislabeled, or unlabeled within the meaning 
of this act, or any person who shall sell or offer for 
sale in the District of Columbia or any District or 
Territory of the United States any such adulterated, 
mislabeled, or unlabeled linseed oil, turpentine, or 
paint, or export or offer to export the same to any 
foreign country.” 


Protection for the Honest Retailer 


Now, you don’t need to be as wise as Solomon to 
see that a retailer, as honest as little George Wash- 
ington with his hatchet in his hand, might easily 
get into trouble under this bill if he should unwit- 
tingly buy any adulterated or mislabeled goods and 
sell them again, especially if his customer should 
happen to be one of the gum-shoe sleuths sent about 
the country by the Secretary of Agriculture to run 
- down frauds. Senator Kenyon realized this fact 
when he drafted his bill, so he provided for the 
protection of the honest retailer by incorporating 
the following provision: 

“That no person shall be prosecuted under the 
provisions of this act when he can establish a guar- 
anty signed by the wholesaler, jobber, manufac- 
turer, or other party residing in the United States 
from whom he purchases such articles to the effect 
that the same is not adulterated or improperly 
labeled within the meaning of this act, designating 
it. Said guaranty, to afford protection, shall contain 
the name and address of the party or parties making 
the sale of such articles to such person, and in such 
case said party or parties shall be amenable to the 
prosecutions, fines, and other penalties which would 
attach in due course to such person under the pro- 
visions of this act.” 


Standards Carefully Defined 


Standards are established by the bill for linseed 
oil, both raw and boiled, and for turpentine. Just 
what is meant by the somewhat loose designation of 
“paint” is accurately defined by the bill as follows: 

“That the term ‘paint’ as used in this act shall 
include oxide of zinc, red lead and white lead, dry 
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or in any kind of oil, or any compound intended for 


the same use, colors ground in oil, except artists’ 


tube colors, paste or semi-paste paint, and liquid or 
mixed paint ready for use. For the purpose of this 
act, white lead shall mean both the basic carbonate 
and. basic sulphate, and when the term ‘white lead’ 
is used on a label to describe either product, such 
term shall be used as the case may be.”’ 

A very rigid requirement, that will certainly make 
the mail-order houses sit up and take notice, is em- 
bodied in the bill prescribing what shall appear on 
paint labels. Such labels “shall clearly and dis- 
tinctly state the name and residence of the manu- 
facturer of the paint, or of the distributor thereof, 
or of the party for whom the same is manufactured, 
and show the name and, with substantial accuracy, 
the percentage of each ingredient, both solid and 
liquid, contained therein as the same would be dis- 
closed by an ordinary chemical analysis thereof, it 
being the intention of this act to furnish the con- 
sumer with such information only concerning the 
composition of said paint as he could obtain by sub- 
mitting the same to a chemical analysis.” Labels 
are required to be printed in plain legible type, and 
so far as possible common English words must be 
used instead of technical terms. Senator Kenyon 
doesn’t intend that any crooked manufacturer of 
paints shall put one over on the retailer or con- 
sumer by calling some cheap adulterant worth 10 
cents a gallon by a long ten-syllable name that makes 
the stuff look as though it ought to be worth $5. 


When Paints Are “Misbranded” 


Now, just what does the author of the bill mean 
by “improperly labeled or misbranded”? The an- 
swer is found in three paragraphs of the bill as 
follows: 

“First. If it be an imitation of or offered for 
sale under the name of another article. 

“Second. If the contents of the package as orig- 
inally put up shall have been removed, in whole or 
in part, and other contents shall have been placed 
in such package, or if the package fails to bear a 
statement on the label of the quantity or proportion 
of such ingredient therein. 

“Third. If the package containing it or its label 
shall bear any statement, design, or device regard- 
ing the ingredients or the substances contained 
therein which statement, design, or device shall be 
false or misleading in any particular.” 

The paint manufacturers will surely have to come 
across with the real stuff if the Kenyon bill becomes 
a law. In the hearings, which began last Tuesday 
and which will continue for some days, the master 
painters, who view the measure from about the same 
standpoint as the hardware dealer who handles 
paints, have strongly urged a favorable report on 
the measure and have expressed the hope that even 
such a big issue as the national defense will not be 
permitted to block the way to the final passage of 
the bill at this session. 7 


Attitude of Paint Manufacturers 


The manufacturers, so far, have had very little 
to say. At the opening session of the hearings they 
complained that the bill had been taken up on very 
short notice, but Senator Reed of Missouri, chair- 
man of the sub-committee having the measure in 
charge, promptly took the wind out of their sails by 
promising them plenty of time to get together and 
digest the contents of the measure, warning them 
at the same time that honest paint was not an alto- 
gther novel proposition, and cautioning them to say 
their say before the bill is taken up for action. 

*There’s a lot of public sentiment behind this bill, 
and the Committee on Manufactures means business. 
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The above display made by the Birchwood Hardware Company, 1543 Jarvis Avenue, Chicago, Ill., is a good 


example of a window in which a large number of items 
from hand sleds to bread boxes, and is good merchandis 
ment district. This window was one of the most produc 
the past year. There is a decided difference of opinion 
style of window creates the most business. The greater 


type of window that devotes its energy exclusively for 


are shown. It is a miscellaneous showing of everything 


ng on a street where travel is heavy or in a good tene- 
tive business builders used by the Birchwood people in 


among American window display artists as to which 
number of the American trimmers seem to favor the 
a short time to one specific item or one particular line 


of goods. This is a refreshing example of the opposite type and resembles greatly the displays so commonly 
used in England 


Factory Nurse Increases Efficiency 


T HE health and general welfare of the employees 
as well as their families is a detail at the 
Simonds Manufacturing Company’s saw plant in 
Fitchburg, Mass., which has not been overlooked, 
but which to the contrary appears to have developed 
to a high degree. Good health and an easy mind 
help increase the efficiency which is demanded, and 
in order to assist in the most scientific manner, the 
company now maintains an emergency medical de- 
partment which is in charge of a competent medical 
man and an efficient nurse. 

In a department equipped with the necessary 
medical and surgical instruments is the emergency 
room. This is in charge of Miss Sophia A. Gress- 
nich, a graduate nurse of wide experience, who gives 
her entire time and attention to the medical needs of - 
the employees and also their families. 

When she is not on duty at the emergency room 
in the factory Miss Gressnich is making her daily 
visits to the homes of men employed in the factory. 
Here she confers with the housewife or young 
mother and gives the benefit of her experience and 
expert knowledge along the lines of medicine and 
hygiene. If the new infant in the family is ailing or 
if any other member of the household is in poor 
health Nurse Greesnich finds it her duty to aid, and 
in most cases her advice, if carried out, soon brings 
beneficial results. 

Every morning at 8 o’clock Miss Gressnich is at 
her office ready for any demands which may be made 
on her skill. First, in case of any accident, no mat- 
ter if it be of a minor nature, the patient is given 
expert attention at once. After this there are the 
usual reports to be received from the working men 
who are numbered as convalescents. Others who are 
fearful that they are not up in their usual good 


health also visit the emergency room at this time 
and are given attention. After office hours the 
emergency nurse starts on her tour of inspection 
and vists to the homes of the workers. If the 
breadwinner of the family is ill Miss Gressnich does 
all in her power to assist him. If the wife or chil- 
dren are sick she is just as solicitous. It is her 
object in life to aid the sick and she does it in a 
manner which reflects much credit on herself and 
also on the large manufacturing concern which she 
represents. First aid to the employee means more 
efficiency in the factory, and efficiency is the key-note 
of the Simonds Manufacturing Company in the pro- 
duction of the Simonds saws. 


‘‘Lathe Design, Construction 
and Operation’’ 


oo Norman W. Henley Publishing Company, 132 
Nassau Street, New York City, recently pub- 
lished “Lathe Design, Construction and Operation,”’ 
by Oscar E. Perrigo, M.E. This is a new revised 
edition containing practical examples of lathe work. 
This book treats of the history of the lathe and 
the manner in which it has been built up to the 
present state of perfection. Lathe design is thor- 
oughly discussed, the classification of lathes is taken 
up and all kinds of lathe attachments for drilling, 
milling, etc., are described, and complete instruc- 
tions are given so clearly that even a novice machin- 
ist may easily grasp the art of lathe operation, as 
well as the principles involved in design. 

This book has 341 engravings made from draw- 
ings especially executed for this book, and contains 
460 pages. It may be obtained from the HARDWARE 
AGE Book Department at the regular retail price 
of $2.50. 
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Be Wise 
BY JOSEPH L. BALDWIN 


Pennsylvania State Fire Marshal 


eps esatgeer statistics prove that a large per- 
centage of fires originate on the roof. Fire 
means waste, and waste means loss. It matters 
not if the building is insured, the loss is just as 
great as is the amount collected from the public in 
the form of insurance rates. The rate of insurance 
is determined by the amount of the loss, and the 
more fires, the higher the rate. 

Manufacturers and dealers pay for insurance, 
and the cost is added to the price of goods which 
the consumer pays, and the higher the insurance 
rates the more you have to pay for all the articles 
you purchase, including food. Therefore, a reduc- 
tion of the fire loss means that every individual 
would directly benefit by a reduction in the cost of 
living. | 

One of the greatest problems which confronts the 
public to-day is that of the annual fire loss, and the 
fact stands out clearly above all others, that the in- 
flammable roof constitutes the greatest single fire 
hazard, which has assumed gigantic proportion and 
is being added to daily, as reports come in from all 
sections of the country showing “Entire Towns 
Destroyed by Fire, Flying Brand Sets Fire to 
Thirty Houses,” “Conflagration Wipes Out Resi- 
dential Section.” Truly the shingle roof route to 
destruction is being widely advertised. 

A careful analysis of conflagrations shows four 
elements to be present; a spell of hot dry weather; 
high winds; a preliminary quick fire, and inflam- 
mable roofs. If one of these elements is removed 
the conflagration cannot take place. The elements 
of weather cannot be controlled. The quick, hot 
fire can be controlled by general unburnable con- 
struction which will not become a reality until the 
many fire traps, which cover the country, rot, or 
are burnt; but the roofing element can be changed 
and should be, so that it will no longer combine in 
general reaction and make conflagrations possible. 

The inability of any section, where shingle roofs 
are prevalent, to resist the onslaught of a confla- 
gration is pitiable. The fire blazes hotly and the 
burning embers are caused by the wind to start 
fires in different sections. The fire departments 
are rendered helpless, owing to having two or three 
fires to cope with at one time, and when from ten 
to twenty fires start at once there is no help. 

Every year the volume of loss from improper 
and hazardous roofing conditions is increasing from 
ten to forty per cent, and as an example of the dan- 
ger arising from the use of wood-shingles, and an 
argument in favor of non-inflammable roofing, the 
story of the great fire at Salem, Mass., can be 
quoted: “This fire started in a frame leather fac- 
tory, roofed with wood shingles. The blazing shin- 
gles were carried to surrounding buildings by the 
high winds and started a general conflagration. 
Witnesses saw shingle roofs burst into flames long 
before the fire reached them. House after house 
blazed as the rain of sparks fell on the roofs set- 
ting them on fire.” 

Shingle roofs are an invitation to fire. With 
their curved and jaggered edges pointing upwards, 
they offer lodgment to flying embers and, in the 
case of the Salem fire, which cost that city several 
million dollars, recognizing the responsibility of 
shingle roofs for this loss, the City Council passed 
an ordinance prohibiting the use of such roofs in 
the future. Many other instances could be men- 
tioned where the same conditions have resulted 
from just such cause. The time has arrived to put 
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the limited supply of timber to a much better use 
than sawing it into kindling wood size and 
arranging it in convenient form for burning on 
top of your houses. Will you continue to literally 
burn up your money, and complain about the high 
price of living, or will you help to banish forever 
the wood shingle and assist in obtaining in your 
community by law, or other means, regulations re- 
quiring that all roofs must be made of non-inflam- 
mable material? Common sense should teach you 
that this is a move in the right direction, and you 
will profit by the reduction in the loss caused by the 
best invitation to fire in use to-day. 


Chinese Buyer Seeking U. S. A. 
Connections 


N C. CHU, a hardware merchant engaged in busi- 
¢ ness in Canton, China, covering territory in 
Southern and Middle China, has for some time been 
working his way east from San Francisco, making 
new connections for hardware made in this country 
suitable for his trade. He comes introduced by U. S. 
Consul Anderson in Hongkong. Mr. Chu has also 
been mentioned to us by the New York branch of the 
Department of Commerce, Washington, D. C. He 
is a graduate of the University of California, and 
therefore more familiar with the United States than 
Chinamen not educated here would be. He is mak- 
ing his headquarters at the Hotel Biltmore, Madison 
Avenue and Forty-third Street New York. 





Geo. Worthington Company 
Advises Salesman 


CLEVELAND, OHIO. 
Mr. J. G. GUENTHER. 

Dear Sir: 

We have your letter of the first and note what 
you have to say with reference to the subscription 
to HARDWARE AGE. We think it the better plan to 
have you write direct to HARDWARE AGE, New 
York City, inclosing check for $2.00, asking them 
to send you HARDWARE AGE for one year. 

As stated in our former letter, if you do not 
get infinitely more than $2 worth out of this, let 
us know and we will reimburse you. 

Yours very truly, 
THE GEO. WORTHINGTON COMPANY. 











Parker Supply Company in New 
Quarters 


fb pon Parker Supply Company, manufacturer of 
expansion bolts, screw anchors and sheet metal 
workers’ specialties, has recently removed to 785- 
787 East 135th Street, New York. The new quar- 
ters will give more room and added facilities for 
rendering a much better service in the distribution 
of Parker products. ; 


FAIRBANKS, MorRsE & Co., Chicago, IIl., have increased 
their capital stock from $1,000,000 to $4,000,000. The 
increase is in connection with the proposed purchase of 
E. & T. Fairbanks & Co., St. Johnsbury, Vt., for which 
they have been western agent for over fifty years. 


THE MoRLEY MURPHY HARDWARE COMPANY, Green 
Bay, Wis., has purchased property, and will erect an 
addition to its building on Washington and Doty streets. 


THE HoLLow STEEL HANDLE Too. Company, Asbury 
Park, N. J., has been organized with a capital stock of 


$150,000. 
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Business Building Work of Adver- 
tising Clubs 


ESCRIBING the methods and benefits of truth- 
in-advertising work as conducted by Vigilance 
Committees and Better Business Bureaus of adver- 
tising clubs, in co-operation with other business or- 
ganizations, the National Vigilance Committee of 
the Associated Advertising Clubs of the World has 
issued a booklet entitled, “Building Better Busi- 
ness,” written by H. J. Kenner, secretary of the 
committee. 

Taking the position that “to-day business is built 
upon a whole-hearted service to the public, and the 
vital force in business, advertising, has come to be 
known as an investment in public confidence,” the 
writer says that “honesty in advertising and mer- 
chandising is the rule; that truth is natural and 
untruth is unnatural in modern commercial life. 

“Advertising men and business men of integrity 
are taking steps to completely purge advertising 
of fraud, falsehood and deception of every sort— 
even of half truths and petty deceits,” the writer 
explains. By examples of actual experience he 
shows how the work of a well-financed local bureau 
benefits honest business by correcting misstate- 
ments in advertising, by preventing unfair 
methods of competition, by suppressing merchan- 
dising frauds, by helping the honest advertiser dis- 
cover store errors, by increasing the loyalty and 
efficiency of employees, by educating the public to 
a better understanding of the service rendered by 
advertising and business, by lifting the consumer- 
prejudice which rests alike on honest and dishonest 
advertising, and by creating greater confidence in 
all advertising and business. 

A music store in a large city advertised $350 used 
pianos for $55, and $400 used pianos for $75. When 
customers asked for these values they were told 
that they were sold but were shown other “bar- 
gains.” By sending eight pairs of shoppers to ask 
for the advertised pianos, the bureau of that city 
finally bought one of them, and proved that the 
dealer intended to sell for $129 the piano which 
he advertised for $55. 

The bureau showed the dealer that this sort of 
“bait advertising” was confidence-wrecking and a 
violation of the State advertising law and that 
future violations would be taken into court. He 
changed his advertising to conform to better prac- 
tice. 

Another case cited is that of a hardware dealer 
who had a small loss by fire, put on a big “smoke 
damage” sale professing to give reductions on all 
his merchandise. Investigation showed that reduc- 
tion were not genuine on all goods sold and that he 
was bringing in new stock and selling it at fictitious 
“smoke damage” sale prices. When the facts gath- 
ered were discussed with this dealer by the bureau 
he readily changed his advertising to conform to 
exact truth. 

An example of preventive work is shown in the 
case of the failure of a leading clothier in one city. 
The creditors’ committee, after conducting a sale, 
offered the remaining stock in bulk. The bureau 
obtained an inventory of this stock. It made this 
fact known and warned prospective purchasers that 
it would prosecute any dealer who bought this stock 
and held a sale filling in with “junk” merchandise 
to be sold as a part of the bankrupt stock. This 
action influenced the sale of the stock to a reputable 
merchant who advertised it honestly. 

Helping advertisers to discover errors committed 
by their employees, is clearly evidenced in the case 
told of the grocery department of a big department 
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store, which advertised goods at less than wholesale 
prices. Investigation by the bureau showed that 
this was untrue and that women patrons of the 
grocery department had been taking their trade 
elsewhere because of lack of confidence in its ad- 
vertisements. When this was reported to the head 
of the store he warned the department manager that 
he would be discharged if misstatements again 
occurred in his advertising. 

“Such bureaus in progressive cities,” writes the 
secretary of the national committee, “co-operating 
with every good element in those cities, turn the 
truth ideal into real practice. They make for bet- 
ter business in every sense of the word. Their 
work is positive. It aims to make good advertis- 
ing better. It is constructive, not destructive. It 
will show the public that there is a great deal more 
to admire than condemn in modern advertising, and 
it will remove the lack of public confidence which 
has seriously handicapped advertising in perform- 
ing its important service to business and public 
alike.” 

The National Vigilance Committee is maintained 
by the Associated Advertising Clubs of the World 
as a national clearing house for truth-in-advertising 
activities. It handles every year hundreds of cases 
of misleading advertising reported to it by national 
advertisers, publishers and local Better Business 
Bureaus and Vigilance Committees. Copies of the 
booklet, “Building Better Business,” are sent to 
interested advertisers without cost, upon request to 
Merle Sidener, chairman, 803 Merchants Bank 
Building, Indianapolis, Ind. 


Burger & Baumgard in Larger 
Quarters 


URGER & BAUMGARD, 105 Chambers Street, 
New York City, who have jobbed hardware 
and allied lines, principally in the South and to 
nearer trade, for about two-score years under the 
same title and from the same address, will remove 
about May 1 to 88 White Street, near Centre Street, 
New York. At present they have 3700 sq. ft., but 
the three floors soon to be occupied have a total 
area of 7500 sq. ft., which will afford greatly needed 
facilities for carrying larger stocks of the lines 
handled. 

The firm will take over the stock, as well as the 
premises heretofore occupied by Patterson & Harral 
and combine the two businesses. Francis Harral, 
proprietor of Patterson & Harral, will remain with 
Burger & Baumgard and look after his own trade 
as in the past, which is located in Pennsylvania 
and various other States. 

Burger & Baumgard have long had the account of 
the White Mountain Freezer Company, Nashua, 
N. H., which goods they will market and stock as 
they long have done. They will also continue to 
carry even larger and more complete stocks of gen- 
eral hardware than previously, many of which are 
illustrated and described in their catalog. 


Gifford-Wood Company to Open 
Office in Seranton 


HE Gifford-Wood Company, Hudson, N. Y., will 

open an office in the Union National Bank 
Building, Scranton, Pa., about May 1. Robert B. 
Marshall, who has been with the company for a 
number of years, will become manager, and the 
territory covered by the Scranton office will be 
practically the whole State of Pennsylvania. 
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Automobile Accessories Next 
Week 


HE April twentieth issue of HARDWARE 

AGE will be the Annual Automobile Ac- 

cessory Number. From a small begin- 
ning five years ago this important depart- 
ment of the hardware business has never 
gone backward. To-day more than 50 per 
cent of the hardware wholesalers are con- 
ducting automobile accessory departments, 
and many thousand progressive retail hard- 
ware merchants are successfully handling 
this line. So important has it become that 
the next issue of HARDWARE AGE will be 
largely devoted to the successful sales plans 
of those who have proved their right to be 
known as the leading American distributors 
of automobile accessories. 

To those merchants who are already carry- 
ing such supplies this issue will be one of 
unusual interest, and to the dealer who is 
seriously contemplating entering the field it 
will be more than the right thing at the 
right time. No department of the modern 
hardware business is more active than auto- 
mobile accessories. The April twentieth 
issue of HARDWARE AGE will tell you about it. 


Is This the Time to Start a Gov- 
ernment Armor Plant? 


N March 30 the Bethlehem Steel Com- 

pany, over the signatures of Charles 

M. Schwab, chairman, and Eugene G. 
Grace, president, publicly addressed a most 
‘important letter to the members of Congress. 
This letter deals with the government pro- 
posal to build an armor plant. This is a 
subject,of deep interest to every American 
citizen, and the logic of this communication 
commends it to your careful reading and con- 
sideration. The letter is as follows: 


March 30, 1916. 
To the Members of Congress: 
It would require at least three years to 
build a plant ready to produce armor for bat- 
tleships. 
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At a hearing before the Senate Committee 
on Naval Affairs on Jan. 25, 1916, Rear- 
Admiral Strauss, Chief of the Naval Bureau 
of Ordnance, said: 

“We estimated we would have the plant 
completed in three years from the time we 
were authorized to construct it. That esti- 
mate was made about a year ago, and un- 
doubtedly now the time would have to be in- 
creased and the cost would have to be in- 
creased if the present prices and demand for 
all these materials remain as at present.” 

There is reason for very deliberate con- 
sideration of the proposal to build a govern- 
ment armor plant; because: 

First—A world war is on. That war has 
already taught many important military les- 
sons. Its teachings as to naval warfare re- 
main to be seen. 

It may be that swift battle cruisers will 
prove more effective than dreadnoughts; if 
so, only one-third of the armor now esti- 
mated will be required. Other naval lessons 
of this war may be equally important. 

Second—The lessons of this war will surely 
become clear before the proposed government 
plant could be ready. By the time it was 
ready the problem it was created to solve 
might have completely changed. 

The armor estimates for the next five years 
call for 24,000 tons a year. If battle cruisers 
supplant dreadnoughts, armor for the same 
number of ships could. be supplied by 8000 or 
9000 tons a year. Existing plants have a ca- 
pacity of 32,000 tons a year. 


Existing armor plants represent an actual 
investment of upwards of $20,000,000. These 
plants are useless f-r any other purpose than 
making armor. The American Government 
is their only customer, and these plants came 
into existence solely to supply the needs of 
the American Government. 

The Senate bill to duplicate—and render 
valueless—these existing facilities would cost 
the people at least the proposed $11,000,000 
appropriation. 

If the government plant is completed, as- 
suming that even its capacity will then be 
required, there will be no promise of effecting 
economies or obtaining results which cannot 
be realized without building a government 
plant.° 
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Existing plants can supply every need of 
the country for armor for at least five years 
to come, and they will supply it at whatever 
price the Government itself shall name as 
fair. 

At a time when every problem of warfare 
is in the melting pot, when government ex- 
penditures are necessarily so large, when new 
and added taxes are under consideration :— 

Is it wise to spend $11,000,000, when by 
such expenditure no saving can be realized 
which may not now, and with existing facili- 
ties, be guaranteed to the people? 


BETHLEHEM STEEL COMPANY. 


Charles M. Schwab, Chairman. 
Eugene G. Grace, President. 


A Call for Immediate Action 


Should an official of the Federal Govern- 
ment attempt to eliminate waste in the public 
service, he might be jailed under a bill about 
to be reported to the House of Representa- 
tives. This is literally the effect of the bill. 
It was introduced on Jan. 11 by Representa- 
tive Tavenner and aims at the prohibition of 
time study and bonus payments in Govern- 
ment workshops. Violations of the act, such 


as taking-time-studies or paying premiums 


or cash rewards, are deemed a misdemeanor 
punishable by fine or imprisonment. The bill 
is one of the latest of the series of attempts 
to prevent the practice of modern industrial 
management at arsenals and navy yards and 
in all Government operations. 

With those who have made any impartial 
study of the scientific system as working 
to-day, no argument is necessary; but many 
half-truths and misleading statements have 
gained credence. For the uninformed and 
in particular for the congressmen who have 
been liberally supplied with the ex parte 
statements of the prejudiced investigators of 
the Industrial Relations Commission, a group 
of individuals has been collecting from all 
over the country data of the experience of 
employers and employees under scientific 
management. These facts and figures, which 


will shortly be put in the hands of congress- 


men, bear on the health, hours of labor, 
wages and attitude of the employees, also the 
cost and quality of output. The collators are 
representatives of a number of engineering 
societies with whom the paramount motive is 
that the United States Government may be 
prevented from taking so serious a backward 
step. Manufacturers at the least should 
write at once to prepare their representatives 
for these specific proofs of the advantages 
of scientific management, so that they may 
be considered fairly. It would be a national 
disgrace if the reactionary Tavenner proposal 
should prevail, as its moral effect would 
inevitably be to add one more to the hobbles 
American manufacturers are already carry- 
ing in the international race. 


Trade Hindrances 


ISTRIBUTERS, wholesale and retail, 
DD are having their own perplexing prob- 
lems, trying to obtain adequate supplies 
and endeavoring to move goods in and out, 
owing to heavy demands on choked rail and 
water transportation systems. The world- 
wide disturbances caused by war account for 
some of it; but it is greatly accentuated by 
the low-level stocks, which had become sec- 
ond nature during the conservative periods 
following the depression of 1907. 

These merchants, however, do not always 
clearly comprehend specifically why manu- 
facturers are in turn unable to render better 
service by quickly speeding up their produc- 
ing facilities to meet exceptionally heavy and 
sudden demands. It is common enough to 
hear men in responsible positions say that 
they gratefully appreciate large orders at re- 
munerative prices, but that so much nerve- 
racking effort is necessary to explain why 
they cannot more satisfactorily serve impor- 
tunate customers that they had rather work 
hard getting the business and ship the goods 
normally than to have such a flood of it that 
much valuable time is required in explaining 
why better deliveries are not made. 

To particularize a little at random a few 
of the vexations encountered by manufac- 
turers, one century-old house making con- 
siderable assortments of tools and hardware 
generally has otherwise ready a much-wanted 
article for spring use sufficient to supply its 
trade but which is held up for want of one 
small spring in each. 

Makers of sand and emery paper are so 
cramped for the paper itself, used as backing, 
that they are importuning large users of it, 
especially where appreciable quantities come 
in rolls, to save and return the used material 
so they can remove the old glue and grit for 
recovering with the abrasives. This surely 
emphasizes the paper shortage. Mills are 
said to be paying $1 per hundredweight for 
crdinary miscellaneous scrap paper, such as 
daily accumulates in house, office, factory and 
elsewhere, to be remade into the lower grade 
papers. A cutlery manufacturer using Ger- 
man silver wire ran out of it for a day and, 
rather than lay off some of the workmen, 
himself absorbed a loss of $100 in wages 
awaiting stock. 

A large producer actually transferred 
nearly 500 tons of staple metal goods from 
an Atlantic seaboard branch depot back to 
the works some hundreds of miles at an ex- 
pense approximating $10 per ton in freight 
and incidental charges. 

Another instance concerns the movement 
of about 70 tons of a much-wanted hardware 
article from a Southern warehouse hundreds 
of miles across several States to a South- 
western branch at a considerable excess in 
transportation charges beyond what direct 
shipments from a _ western Pennsylvania 
point would ordinarily be. 


Ne Fo Need 
































































68 
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The only waits allowed customers in the Cross Hardware Company are spelled “weights.” The scale that greets 


you as 


ou come in the front door invites an answer to the question of whether you are losing weight or mak- 


ing flesh. The salesroom of the Cross Hardware Company is one of the best examples of neat and efficient hard- 
ware merchandising that has been published in HARDWARE AGE during the past year, and after a look at this 
picture a word story is not necessary to tell why the business of this progressive concern is growing 


Obituary 


WILLIAM FRANCIS died at his home in Hartford, 
Conn., recently. He was 92 years old and had been in 
the hardware business for 65 years. When 18 years 
old, he entered the employ of C. E. Sigourney & Son. 
When the son, Charles H. Sigourney, died in 1853, Mr. 
Francis and a fellow employee, Henry R. Gridley, 
- bought the business and conducted it until 1860 under 
the firm name of Francis & Gridley. In that year, 
Mr. Francis bought out Mr. Gridley’s interest and 
continued the business alone until later, when his son, 
Edward M. Francis, was admitted into partnership. 
William Francis was active in the business until he 
retired in 1907 at the age of 84. He was then the oldest 
and the best known hardware dealer in Connecticut. 
He was at one time a large landowner and developed 
what is now an important section of the city. 


GEORGE B. ALLEN of Buffalo, N. Y., a well-known and 
successful hardware man, died at his home recently. 
Mr. Allen was president of the Allen Hardware Com- 
pany, a corporation formed in 1908 to succeed the busi- 
ness which Mr. Allen had conducted for 20 years un- 
der his own name. He was a charter member of the 
New York State Retail Hardware Association, and for 
several years served on its executive committee. He 
was also prominent in the Buffalo City Hardware Asso- 
ciation, which he helped to organize. He was also identi- 
fied with many civic societies, to which much of his 
time and energies were devoted. He is survived by a 
widow, two sons, who had been associated with their 
father in business, and one daughter. 


A. W. BRAMBLETT died at his home at Forsyth, Ga. 
He was born in 1842 and served in the Confederate 
army. After the war he moved to Forsyth and founded 
the hardware business, which he continued till the time 


of his death. He is survived by a widow, two daughters 
and one son. 


SMITH A. ABBOTT, one of Derby’s oldest business men, 
died recently at his home following a two weeks’ illness. 
Mr. Abbott was senior member of the firm of Abbott & 
Co. He was a native of Middlebury, Conn., and was 84 
years old. He came to Derby in 1864, and had been in 
business since that time. He is survived by a widow 
and a son. 


QuINCY A. SLOANE, a prominent hardware merchant 
of McGregor, Iowa, died suddenly recently. He was a 
Civil War veteran and is survived by a widow and two 
sons. He was in his seventy-second year. 


JOHN COOK, aged 72, died recently at the Broad Street 
Hospital, Oneida, N. Y. He had been engaged in the 
hardware business since 1876, retiring about six years 
ago. 

JOHN B. FLAMMING, secretary of the Tyndall Hard- 
ware Company, Tyndall, S. D., died at his home. He 
had been identified with the business life of Tyndall for 
over 25 years. 


E. T. READ, a prominent hardware merchant of Os- 
wego, Kan., died recently. He had been a resident of 
Oswego for more than 40 years. 


BERT O. WADE, a hardware dealer of Oberlin, Ohio died 
after a short illness of pneumonia, in his fifty-fifth 


year. 

ADAM SNYDER, age 70, died at his residence in Tif- 
fin, Ohio. For many years he was one of the largest 
dealers in farming implements. 


HENRY I. BACKER, a well-known hardware dealer of 
Fulton, Mo., died at his home recently. 


PUBLICITY FOR 


THE RETAILER 


A Group of Ads, Every One of Which Is Pulling the Cash Over the 
Counter 


It Created Brisk Business in Washing Machines 


No. 1 (3 cols. x 6 in.). To stir up a fine business 
on washing machines with one ad is something of 
an achievement, for washing machines are not pur- 





The Store of Quality. 


We Sharpen Safety Razor Blades and al! Cutlery. } 


Palace Hardware House 


Mutual Phone 14 and 15 : 913- 915 State St. Bell Phoue 132 
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ee 











it has no delic posed gears. Children can yd oa Ba * 
Injured by nie mac aa ne while it is in operation. it ie tho ood = y qua yy both as te the 
tub, and it will give the long service and satisfaction which the user 2 ath © egal ben a ma cara 
E highest grade. 
ee SM 





Be Sure It's a‘Coffield’ Washer | 


The principle: Attach the hose, turn the faucet and iv 
the motor does the washing. clean,-quick and workless if 


! SAVES TIME, CLOTHES and LABOR 


a een re bP -e ae = ee a ee 
Ap will nitely kes of ehiidre 


oe = 
GOOD | vain oy b car-ages in the “ cae by tie mening Te work aor OF THEM 


The “Coffield” is Is a very low price 
for such a splen- 
did washer when 
cunaewnnms Wale warranted for 


sunple and durable 
and tntended for 
fing — BACK tf NOT ae. You ma 
wl, we will take it % and REFUND Coun 











long use and satis- 
faction — 

eher 
it out an “y use it; 4, + 
MONEY. 


‘net ¢ co fe ~ oe we 


(Shown on the Mezzanine Fioor.) 











No. 1—A selling story of a washing machine 


chased with the celerity with which one acquires a 
screw driver or a can of paint. But this ad turned 
the trick. In the words of H. W. Goeller, manager 
of advertising for the Palace Hardware House 
(Branch), Erie, Pa., who sends us the ad, it “pro- 
duced splendid results.” From headline to last- 
line, the ad is selling the washer; general state- 
ments or broad claims are totally eliminated from 
the appeal. Read the opening paragraph and note 
the immediate featuring of service and satisfac- 
tion as well as the point made in relation to safety 


of operation, which, by the way is a point that has 
been long overlooked. The second portion of the 
ad describes the operating principle and tells why 
the machine makes washing easy. The moderate 
price is then featured and a strong guarantee is 
used as a clincher, although in respect to the guar- 
antee, we think it would be stronger if a time limit 
was mentioned, say 30 days’ trial. In another ad, 
we would also suggest using but one cut and mak- 
ing it larger so as to show more detail of construc- 
tion. But the “punch” is in the text and you'll 
find it profitable to read every word. 


Increased Business in Plumbing, Heating and Builders’ 
Hardware Departments 


No. 2 (half page ad). This ad is sent us by G. 
H. Mattes of Joseph Mattes & Son, Odebolt, lowa. 
This ad increased business in the three depart- 
ments noted above, but Mr. Mattes is still of the 
opinion that there is something lacking, something 
which might be improved. He asks for our sugges- 
tions. We might say at the outset that never was 
an ad published which couldn’t have been improved 
in some way. First, Mr. Mattes asks about the 
copy. We should say that it is well worded, but it 
is somewhat too brief to adequately present such 
a large subject as is covered by the three depart- 
ments. Its brevity, however, is partly offset by 
the conciseness with which the proposition is 
stated and the pertinent heading. Our suggestion 
would be to use a longer opening talk, laying es- 
pecial stress on these points: experience and skill, 
satisfactory service and uniform quality of work- 
manship. The guarantee is covered in the present 
opening talk. We would retain the two display 
blocks on service and quality as repetition is ef- 
fective and the blocks have an eye-attracting value. 
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ARE YOU GOING TO BUILD? 


If you are planning on building this summei, come m and see us about your hardware, also your . 
Heating and Plumbing as we guarantee all our work to satisfy you in every way “7 “i oe 
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No. 2—Brought new business to three departments 
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In short, we believe as far as the text is concerned, 
it is simply a matter of making a broader appeal 
in the opening talk. Mr. Mattes asks if the ad is 
well arranged and we say yes, unhesitatingly. It 
is clean, neat and very readable and those elements 
are the final test of an ad’s arrangement. The 
rules help immensely; without them, the ad would 
be ragged in look. Our only suggestion on arrange- 
ment is that we should have preferred the build- 
ers’ hardware panel on the same line as the other 
panels, although this would necessitate crowding 
and then the ad’s appearance would have been de- 
tracted from. The hardware panel, however, could 
be made more like the other panels in appearance. 
Two cuts could be used, one at each end of the 
panel with body type in between, eliminating the 
display type in the panel altogether. Viewing it 
as a whole, however, this ad is effectively prepared 
and our suggestions are based on improving a cred- 
itable effort. 


Effective Reminder Ad 


No. 3 (8 cols. x 6 in.) C. P. Morrison of the 
Warren Hardware Company, Warren, Pa., sent us 
this ad, asking for our suggestions for improve- 
ment. This ad is a rather unusual display plan 
and it makes a very good reminder ad. But an ad 
of this type, as we have often stated here, is not 
as effective as the ad that makes a definite effort 
to sell. In fact, the reminder type of ad is fast 
being discarded by hardware merchants who are 
after quick response from their advertising. In- 
stead of just mentioning articles that they sell, 
they are telling the public why they should be pur- 
chased and why at their particular store. Mr. 
Morrison tells us that he used the four cuts of 
the store to impress more firmly on the customer’s 
mind the store building. Showing the store in an 
ad is always good business and in this ad, the four 
cuts form a design that has good attention value, 
though, ordinarily, we should say one or possibly 
two cuts of the store would be sufficient to fix the 
location and building in the public mind. 


Tying Up with Better Baby Week 


No. 4 (1 col. x 13% in.) In sending us this ad, 
H. W. Goeller, of the Palace Hardware House, 
says “this ad will give you an idea of how we co- 
operate with things that are being done for the 
betterment of our city.” Tying up with local af- 
fairs builds both prestige and profits. This ad 
brought excellent results on the items featured. 
The ad is self-explanatory and we recommend a 
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No. 3—Impressing the store building on the customer 
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Left to right: No. 4—It sold specialties for the baby; 
No. 5—It has a wide appeal and bargain prices 


careful reading by every dealer who is interested 
in sales-producing publicity. The ad is very neatly 


arranged. 


A Bevy of Bargains 


No. 5 (1 col. x 138% in.) This ad comes to us 
from Schroeter’s, St. Louis, Mo. It’s a business- 
getting combination of good copy, large price fig- 
ures and wide appeal in goods listed. Any hard- 
ware dealer, particularly the large city dealer, will 
find this type of ad a steady business-getter. Al- 
though many articles are listed, note that the ad 
does not have a crowded look and is most easy to 
read. 


Trade Conditions and Iron, 


Steel and Hardware Prices 





The most glowing reports are heard as to 
conditions in the hardware trade, the volume 
of business being heavy, and prices firm and 
likely to advance. The frost is now pretty 
well out of the ground, and goods are com- 
mencing to move more freely through the 
country districts. Country customers are 
well supplied with money, and are buying 
goods in large quantities. On seasonable 
hardware articles the demand is brisk and 
jobbers are kept busy shipping out goods as 
fast as wanted by the retail trade. 


Again do figures printed last week show 





MARKET SUMMARY FOR THE BUSY READER 


the tremendous activity that has existed in 
the steel trade for many months, and which 
bids fair to last for perhaps a year to come. 
This country is now making pig iron at the 
rate of slightly over 40,000,000 tons per year, 
and of steel ingots from 43,000,000 to 44,- 
000,000 tons per year. This goes to show 
that the prediction of Charles M. Schwab, 
made some years ago, that in 1920 the United 
States would be making over 40,000,000 tons 
of steel per year was absolutely correct, ex- 
cept that the amount named by Mr. Schwab 
was reached in about four years ahead of the 
date he predicted. 











Office of HARDWARE AGE, 
Pittsburgh, April 11, 1916. 


AS do figures printed last week show the tremen- 
dous activity that has existed in the steel trade for 
many months, and which bids fair to last for perhaps a 
year tocome. This country is now making pig iron at the 
rate of slightly over 40,000,000 tons per year, and of steel 
ingots from 43,000,000 to 44,000,000 tons per year. This 
goes to show that the prediction of Charles M. Schwab, 
made some years ago, that in 1920 the United States 
would be making over 40,000,000 tons of steel per year 
was absolutely correct, except that the amount named 
by Mr. Schwab was reached in about four years ahead of 
the date he predicted. Of course there are unusual con- 
ditions existing in the steel trade at this time, notably 
the European war, which has thrown on American steel 
manufacturers a tremendous demand for steel in various 
forms, and which has done much to make an output of 
over 43,000,000 tons of steel per year possible. Many of 
the blast furnaces and steel plants made new records 
for output in March, and shipments by the mills were 
also enormously heavy, but in spite of this there was no 
gain in deliveries on contracts, and it is said some mills 
are steadily getting further behind. 

An announcement of great interest to the steel trade 
was made last week by the United States Steel Corpora- 
tion to the effect that present prices on steel rails, which 
are now $28 per ton for Bessemer and $30 per ton for 
open-hearth, would be advanced about May 1, 1916. The 
putting of the date for the advance at May 1 was for the 
purpose of giving the railroads a chance to cover for 
1917 delivery, and it is very likely there will be heavy 
contracts for rails placed during April by the railroads 
to take advantage of present prices before the advance 
is made. In justification of the advance the steel rail 
mills point out the fact that labor is higher, ferroman- 
ganese can hardly be had at any price, and still more im- 
portant the specifications for steel rails from the rail- 
roads have been steadily growing more severe for some 
years and really have forced the mills to make an ad- 
vance in prices. 

Advances in prices on steel products during the week 
were few. The largest of these were $5 a ton on light 
rails, being influenced by the coming advance on stand- 
ard sections, $2 to $3 on light gages of black sheets and 
about $3 a ton on spikes. Cold-rolled shafting has again 
been put up about $5 a ton and is now selling at 20 per 
cent off list, while on April 3 the makers of cut nails put 
their price at $2.60 per keg, f.o.b. Pittsburgh. This is 
the highest price reached on cut nails for many years, if 
not in the history of the trade. There are still heavy 
export inquiries in the market, and it is said Egypt has 
placed 12,000 tons of rails, and Australia 10,000 tons, 
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with the United States Steel Corporation. Russia has 
bought 8000 tons of light rails from a Chicago mill, and 
there are inquiries in the market for large lot of sheet 
bars, and also one for 30,000 tons of barb wire, but it 
will be hard to place the latter order, as the domestic 
barb wire mills are filled up for months to come. 

Exact figures show that the output of pig iron in 
March was 3,307,691 tons against 3,087,212 tons in Feb- 
ruary. It is evident that output of pig iron in this coun- 
try has about reached the high point, as it is known that 
quite a few blast furnaces are badly in need of repairs 
and are being kept in blast on account of the urgent need 
of pig iron. The Carnegie Steel Company of this city 
has a total of 59 blast furnaces, and of these 56 were in 





blast on April 1, three being idle. Two of these stacks 


are one Edgar Thomson at Bessemer, Pa., and one Bell- 
aire, at Bellaire, Ohio, and these will be started as soon 
as repairs now being made are finished. 

The most glowing reports are heard as to conditions 
in the hardware trade, the volume of business being 
heavy and prices firm and likely to advance. The frost 
is now pretty well out of the ground and goods are com- 
mencing to move more freely through the country dis- 
tricts. Country customers are well supplied with money 
and are buying goods very freely. On seasonable hard- 
ware articles the demand is brisk and jobbers are kept 
busy shipping out goods as fast as wanted by the retail 
trade. Active preparations are now under way in this 
city to entertain the delegates of the American Iron, 
Steel & Heavy Hardware Association which meets in 
the William Penn Hotel in this city on May 24, 25 and 
26. Committees have been appointed to take care of the 
business sessions and also of the entertainment features 
and the convention promises to be very largely attended. 


WIRE NAILs.—As yet the expected advance of 10c. per 
keg or more in wire nails has not been made but is 
looked for on any date. Several mills state they have 
no trouble whatever in getting $2.50 base per keg for 
wire nails when they can ship out promptly, and it is 
expected the market will be put at this figure, or higher, 
in the very near future. For the 8d. and 10d. sizes there 
is an acute shortage in the supply. and mills are very 
much behind in shipments. It is expected that output of 
wire nails in 1916 will break all previous records. An 
advance in prices may be announced by the makers be- 
fore this report reaches our readers. 

We quote on new orders, wire nails in large lots to jobbers, 
$2.40 base; in carload lots to retailers, $2.45 base; less than 


carload lots, $2.50 to $2.55; galvanized nails, 1 in. and larger, 
$2 extra: shorter than 1 in., $2.50 extra. 


Cut NaILs.—Effective Monday, April 3, makers of cut 
nails advanced prices to the basis of $2.60, and the mar- 


SOR REE ANE NS eaten ms Ned > 




















oe pee gee re eee 
rm 


OE RRS I SERS EO er 


AEE 


ee a em 


ELUTE 


Ro EET ATE = 


ODO SEO OLAS SCC STD IT 
are renege ear aR 


a Ny a a aN a a 
- & 


Po Sime ie ia ie Sama re 
ee ee ae 


os ay nc 
eh Sheioae 


SNE Se ae gt a ER er Det eet ae Be sto 


72 


ket is reported very firm at this price. Cut nails are 


now 20c. per keg higher than wire nails, and makers 


report the demand unusually heavy and say they are 
very much back in shipments. 


We now — cut nails at $2.60 to $2.65 per keg in carloads 
and larger lots to jobbers; carloads to retailers, $2.65 to $2.70 
f.o.b. Pittsburgh, terms 60 days net, or 2 per cent off for cash 
in 10 days, freight added to point of delivery. 


BARB WIRE.—An export inquiry from the Allies is in 
this market for about 75,000 tons of barb wire, but it 
is not likely any part of this will be placed with local 
mills, as they are filled up on barb wire for some months 
ahead. The domestic consumption of barb wire this 
spring will likely be smaller than usual on account of 
the high prices ruling. Farmers and others will prob- 
ably defer until next fall the building of new fences, as 
they object to paying present prices and will wait until 
the market is lower. Another advance in prices on barb 
wire is looked for in the near future. 


Prices quoted by the mills to the large trade only, on 
which shipment would probably not be made for three or 
four months, are as follows: Plain annealed wire, $2.25; gal- 
vanized barb wire fence staples, $3.25; painted barb wire, 
$2.55; polished fence staples, $2.55; cement coated nails, 
$2.30 base, all f.o.b. Pittsburgh, with freight added to point 
y ae terms 60 days, net, less 2 per cent off for cash in 

ays. 


FENCE WIRE.—Mills report the demand heavy, and 
they are back in shipments six to eight weeks or longer. 
Specifications from manufacturers and fabricators 
against contracts placed some time ago at lower prices 
than are ruling now are very heavy. Higher prices are 
expected in the near future. 


Discounts on woven wire fencing are now quoted at 61% 
per cent off list for carload lots; 60% per cent for 1000-rod 
lots, and 59% per cent for small lots, f.o.b. Pittsburgh. 


TIN PLATE.—The American Sheet & Tin Plate Com- 
pany has put its official price on tin plate at $4.25 per 
base box, but none of the mills is selling tin plate on 
new orders at less than $4.50 per base box, some sales 
having been made at that price for delivery in last 
quarter, and also for fairly prompt shipment from stock. 
The output of tin plate is being restricted to some ex- 
tent by the scarcity of steel and the slow deliveries from 
the mills. Output of tin plate this year will break all 
previous records, and it is said that in the first quarter 
the total output was about 650,000 boxes. The output 
in the second quarter may be larger than in the first, 
as the McKeesport Tin Plate Company is building 20 
new mills which will be ready in May or June, and the 
Standard Tin Plate Company at Canonsburg, Pa., has 
lately added 12 new mills, all of which will be in opera- 
tion in a short time. 


We now quote 14 x 20 coke plates at $4.50 per base box. 
Eight-lb. ternes are higher, and we quote at $7.35 for 200 Ib. 
and $7.65 for 214 lb. per box. 


IRON AND STEEL Bars.—There has been a further ad- 
vance in prices of iron bars, which are now selling at 
2.50c. base in carload lots. Heavy orders for steel 
rounds are in the market for export, but practically none 
of this business will be placed with Pittsburgh mills, as 
they are filled up so far ahead they cannot make the de- 
liveries wanted. One local mill reports heavy sales of 
steel bars for delivery in third and fourth quarters of 
this year at 2.60c. at mill. 


We now quote steel bars at 2.60c. to 2.75c. for delivery 
in third and fourth quarters, and 3c. to 3.25c. for delivery in 
four to six weeks. Prices from warehouse in small lots for 
prompt shipment are 3.50c. and higher. We quote refined 
iron bars gt 2.50c. to 2.60c., and railroad test bars, 2.60c. to 
2.70c. in carloads, all f.o.b. mill, Pittsburgh. 


SHEETS.—Prices on light gage black sheets and also 
on galvanized are higher, and the mills report specifica- 
tions against contracts very heavy. On blue annealed, 
electrical and other high grades of sheets the demand is 
particularly heavy, and some mills have practically their 
entire output sold up for the remainder of this year. It 
is expected that prices on these grades of sheets will be 
higher in the near future, due to the steady advances in 
prices of sheet bars and the heavy demand. Makers’ 
prices for mill shipment on sheets, of U. S. standard 
gage, in carload and larger lots, on which jobbers charge 
the usual advance for small lots from store, are as fol- 
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lows, f.o.b. Pittsburgh, terms 30 days net, or 2 per cent 
cash discount in 10 days from date of invoice: 


Blue Annealed Sheets 


Cents pa 
EEE gh ATOM Shy PEM PRE 2.85 to 2 
I a Ne a 2.90 to 3. 06 
I a a a 2.95 to 3.05 
ee ee awe oble a h 3.00 to 3.10 
er ee 3.10 to 3.20 


Above prices are for Bessemer stock. For open-hearth 
stock $2 per ton advance is charged. 


Box Annealed Sheets, Cold Rolled 


ee ee I Pai te a Bae oe ee bee ee bte a be 2.65 to 2.70 
RES re is ae a ee 2.70 to 2.75 
nn ee eu be eee & ee whe 2.75 to 2.80 
ae eS we a oa 2.80 to 2.85 
ER eC ae ed orem. 8 SY 
NS i lg ee ea ote gw ie oe 2.90 to 2.95 
a i i ue 3.10 to 3.15 


Above prices are for Bessemer stock. For open-hearth 
stock $2 per ton advance is charged. 


Galvanized Sheets of Black Sheet Gage 


A TPC SRE RSS DR ge i Se 4.00 to 4.25 
NG I Ge ae ar ee hey Ed oe a ee 4.10 to 4.35 
ee ae pie os a 4.10 to 4.35 
I i eel as Nl 4.20 to 4.45 
ON OSES aa A ee ee eee eee Pe 4.35 to 4.60 
at ec eee 8 en 4.55 to 4.80 
EE ES euts's Sees Ba SSS bd B w'o Ce wR 4.70 to 4.95 
PARR Rp SpE Si aii AS ana ee A ae es Ce 4.85 to 5.10 
OS Cn pg SS Sara ae ee Cen 5.00 to 5.25 
OS Or re ae ee Ome 


Above prices are for Bessemer stock. For open-hearth 
stock $2 per ton advance is charged. 


WRouUGHT PipeE.—The demand for iron and steel pipe, 
and also for locomotive and boiler tubes, is heavier than 
ever known in the history of the steel trade. Most of 
the mills have their entire output sold up for at least 
three months, and none of them is promising deliveries 
on orders before July or August. The recent advance in 
prices made on March 29 on black and galvanized iron 
and steel pipe and also on steel boiler tubes is very 
firmly held. The following are the jobbers’ carload dis- 
counts on the Pittsburgh basing card in effect from 
March 29, 1916, on black and galvanized steel and iron 
pipe, all full weight: 


Butt Weld 








Steel 
Inches Black Galv. Inches * "Black Galv. 
i, % and %.... 65 33% 3 aaa 54 22 
PSR ee ro 69 4914, ET Le ek de ase 55 23 
nit OG a bed e'S bao 72 53% St ng thd me 6 be 6% 59 36 
i 2) eae 62 41 
Lap Weld 
pbb ede tense esas 68 49% Ae Oe wre 30 
2 2 errr 71 52% UE ais en a -e Slaree 57 37 
2. eer 47% a en as ee Great ae 58 38 
13 ane 14...:.. 58% ; ee ee ie we wes & §n 41 
ee ee ) 22 & Serre 2 606 41 
i @ SONOS 58 39 
Reamed and Drifted 
1 = es eae 70 51% | &% to 1%, butt... 60 39 
ere 66 6 Pi BS Rarer 49 28 
oy, to 6, lap.. 69 Seen | Bete Me 6% 8 ds oe 3 55 35 
BMT en ere 56 36 
2% to 4, lap. 58 39 
Butt Weld, extra strong, plain ends 
I, %& and %.... 61 eh. ee. bake a aes 6 ows 54 32 
I al ae hak er oa Ol 66 48%, | RS ee eae 59 41 
Th GO BM iv ccc ose 70 52% 8% > £3%....% 63 43 
Bienens wares 71 531% 
Lap Weld, extra strong, plain ends 
5 cat ie dni ae ac wae ee 66 48% 1% cen Ree ek ee 38 
344 OP Ga vkctwes 69 -. SS Sot are a are 60 41 
Bee et Gai vn ese 68 50% 3% eee Se 62 44 
3 3s 63 43% | eS See 61 43 
ae eee 58 381% Pe eee siew ser 54 36 
f. 6 Serre 49 31 
Butt Weld, double extra strong, plain ends 

ae dy a ala uae om. oe 57 ee 2 es 8s aes oe 6% oe 46 29 
oS es Fever 60 44% | &% to 1%....... 49 32 

2. 2, rerrrr 62 46% | 

Lap Weld, double extra strong, plain ends 

Bae eee Pes re 58 43% | 1% BO 3........ 47 29 
ae ee Bivves o.6 cee 60 44%, | 2% to 4........ 49 34 
Sam OP Bs cc penser 59 32 &. % & err 47 32 

SOO Bi neve wewses 53 33% | 


To the large jobbing trade an additional 5 per cent is 
allowed over the above discounts. 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


BoILER TUBES.—Discounts on less than carloads, f.o.b. 
Pittsburgh, freight to destination added, on lap-welded 
steel tubes, in effect from March 29, 1916, and standard 
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charcoal-iron tubes, effective from Feb. 29, 1916, are as 
follows: 


Standard Charcoal Bt og 


Re Gv Eek + o's 8% Oe EEN 39 SO Ok ccc stucatenee to 38 
fe 8S eee ee ee GR + 35 Cie DS Mies o.ntsess 41 to 42 
ed oe ee ae a Oe wl 48 a Ue 6 daa © nso hee 38 to 39 
a rr ere Sek o bw e'e-e-0 e's 54 2% and 2% in...... 45 to 46 
ee Os wA6 6. ke oe hE 5. ee. ee, - Ee ov enone 49 to 50 
ee Mo i cab cue cee s 60 . <2: ee 51 to 52 
F << ¢ Freee Se Gr ee etewtiwveosda 45 to 46 
Pe nd Cech and was 50 


Locomotive and steamship special charcoal grades bring 
higher prices. 

1% in., over 18 ft., and not exceeding 22 ft., 10 per cent 
net extra. 

2 in. and larger, over 22 ft., 10 per cent net extra. 


NuTs AND BoLts.—Makers report the new demand 
still very heavy and complain that their output is being 
restricted on account of the slow deliveries of steel by 
the mills. Prices on nuts and bolts at present are very 
high, but makers say they are fully justified by the 
present prices on steel bars and the difficulty in obtain- 
ing them. The demand for structural and boiler rivets 





Office of HARDWARE AGE, 
New York, April 10, 1916. 
OCALLY, hardware men say retail merchants are 
not doing much more business so far than has 
been done. March is held partly responsible for this 
with its late cold and stormy weather which has hin- 
dered outside construction. However, all seem to be 
optimistic regarding the future. 

Mechanics, it is observed, in Greater New York and 
vicinity, have not participated largely in the high wages 
received by their fellows elsewhere making munitions. 
Workmen employed in the erection of buildings in this 
territory have not materially improved their condition 
in the last year or more it is claimed, which reduces 
buying power. Then there are strikes now among 
painters and others, including subway operatives and 
railway employees, all tending to retard trade. 

Hardware stores sales totals are larger because of in- 
creased prices, but from a quarter to a third more 
capital is necessary to finance a given volume of busi- 
ness in bulk than before the advances. Where there 
was a stock of say $4,000 it now requires nearer $5,000 
to $6,000 to carry the same amount of merchandise. 

One serious mistake many small merchants make is 
in not keeping better informed on prices through their 
trade paper or other sources of information. So long 
as articles bought at lower prices last many of them 
sell at prices based on the low rates rather than pres- 
ent values. 

This is a large question, and it is regrettable that 
so many lines have risen to unheard of levels, but the 
distributor must follow the market, keeping in mind 
inevitable reductions when the reaction comes, to even 
up. 
A shrewd wholesale merchant discussing with a retail 
customer his price of 10c. for a rule asked why he per- 
sisted in selling at that figure when he could not re- 
place it for less than 11%%c. 

His reply was that he did not dare to ask more be- 
cause his neighbor’s price was unchanged. The jobber 
doubted this, so a messenger was sent to buy one of the 
rules and came back with it at an expenditure of 15c. 
and news that the price had been raised long ago. The 
first merchant then put his price on the same basis, but 
how much of this same lack of necessary business 
knowledge is there? 

Good business policy is against extortionate or ex- 
cessive prices which react on manufacturers and dis- 
tributors, but the onus of this is largely on first hands. 
The retailer should protect his interest by following the 
market upward as he will have no choice in following it 
down later and good profits now should be reserved to 
equalize later shrinkages. 

Some manufacturers have withdrawn from the mar- 
ket entirely for the present so far as accepting new 
business is concerned, with a feeling that if they can 
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is also very active, and occasionally export shipments 
are being made, one local maker shipping two carloads 
recently to India. Discounts now in effect, which are for 
prompt acceptance only, are as follows: 


Carriage bolts, small, rolled thread, 60 and 10 per cent; 
small, cut thread, 60 and 5 per cent; large, 50 per cent. 

Machine bolts with h. p. nuts, small, rolled thread, 60 and 
10 and 5 per cent; small, cut thread, 60 and 10 per cent; 
large, 50 and 10 per cent. 

Machine bolts with c. p. c. and t. nuts, small, 60 per cent: 
large, 45 per cent. 

Blank bolts, 50 and 10 per cent. Bolt ends with h. p. nuts, 
50 and 10 per cent; bolt ends with c. p. nuts, 45 per cent. 
Rough stud bolts, 30 per cent. 

Lag screws (cone or gimlet point), 65 per cent. Forged set 
screws and tap bolts, 25 per cent. 

H. p. sq. nuts, tapped or blank, 3.25c. Ib. off list; h. p. hex., 
3.25¢c. lb. off list. C. p. c. and t. sq. nuts, tapped or blank, 
3.50c. lb. off list; c. p. c. and t. hex., 3.50c. lb. off list. Semi- 
finished hex. nuts, 70 and 10 and 10 per cent. Finished and 
case hardened nuts, 70 and 10 per cent. Rivets 7/16 in. di- 
ameter and smaller, 60 per cent. Delivered in lots of 300 Ib. 
or more where the actual freight rate does not exceed 20c. 
per 100 lb. Rivets, ™% in. diameter and larger, structural, 
$3.15 per 100 lb. base; boiler, $3.25 per 100 Ib. base. f.o.b. 
Pittsburgh. 





deliver merchandise for which they are already obli- 
gated, they will be very fortunate. 

Transportation is slow, and becoming worse. One 
house had a car ten weeks in transit from Cleveland 
to Worcester, Mass., and looks upon one month now as 
good average time, with about the same period between 
Philadelphia and New York. 

Importation orders on some spring lines taken last 
fall, for instance, hedge shears, garden trowels, weeding 
forks, etc., will not arrive, and substitutions must be 
made using American goods. The English market in 
manufactures, so far as exports from the United King- 
dom go, is dead for a time. There energies are de- 
voted to munitions and supplying, as far as they can, 
their own domestic trade. 


WIRE NAILS.—More inquiries for wire nails are com- 
ing in with the approach of spring weather, although 
some of the trade have had the idea that wire nails 
had already been bought so freely that there would not 
be much doing in them for a while. Distributors seem 
to be realizing that they did not buy enough during 
the winter, but the opinion is expressed by experienced 
hardwaremen that, after all, the trade ordered about 
the limit manufacturers would allow them to. 

Wire nails, in store, are still $2.85 and carted by the job- 
ber $2.90 per keg base. 

CuT NAILS.—Veterans in the trade say that cut nails 
are so scarce and the cost of production has advanced 
so much that there was no alternative but to increase 
the price. Manufacturers, acting independently, on 
April 5 made cut nails in carloads, f.o.b. Pittsburgh to 
jobbers $2.60 base per keg, but one individual of long 
experience remarked, “They might just as well have 
made them $3.60 instead.” Some of the producers say 
they are out of raw material and do not know where to 
get more, as it is next to impossible to get nail stock. 
For export there is one lot of 2000 kegs on the way from 
a nearby Eastern Pennsylvania mill, which had been 
two weeks on the way when they should have been here 
in two days ordinarily. 

Cut nails, in store, are so far unchanged at $2.85, and 


carted by the jobber $2.90 base per keg, but an advance by 
jobbers is expected any day. 


LINSEED O1L.—There has been a slightly firming tend- 
ency to the linseed oil market lately, but spot trading 
for new business has been comparatively dull. The labor 
situation is interfering with the production of oil with 
the crushers, and owing to a strike of the painters, less 
oil for the time being is consumed in that line. With 
regard to imported flaxseed from Argentina there has 
been some relief apparent in the availability of ocean 
going vessels during the past three weeks. 


Linseed oil, raw, city brands, is 80c. for 5 or more bbl., 
and 81ic. per gal. on less than 5 bbl. 
State and western oil, raw. is 77c. in carload, and 78c. per 


gal. in «emaller quantities. 
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Rope.—Manufacturers of rope still say they are 
Swamped with orders, and business couldn’t well be 
better so far as orders booked are concerned. Many 
orders are being turned down for want of capacity to 
manufacture and deliver. The hemp condition is about 
the same as it has been and raw Mexican sisal is in the 
same relative position. Locally in and about New York 
harbor every boat that will float is in service and all 
kinds of fancy prices are being paid for tugs, barges, 
lighters and similar vessels. 


Prices are unchanged, Manila rope, first grade being 18c., 
second grade, 17c., and third grade, 15c. base per Ib. 

Sisal rope is 12c. for first grade and 11\%4c. base per Ib. for 
second grade. 

WINDOW GLass.—Salesmen find that even at the in- 
creasingly higher prices, buyers do not complain; they 
accept the situation philosophically and as to be ex- 
pected. The aggravation still is slow transit, which is 
very erratic. One house had three cars on the rails for 
a month and the last to leave the Pennsylvania factory 
came in first. A prominent concern has now between 12 
and 15 cars of glass side-tracked somewhere just out- 
side New York City limits, but cannot get at the goods. 

Polished plate glass which sold at 90 and 50 per cent 
discount six to eight months ago is now 90 per cent off 
or 100 per cent higher than last summer and early fall. 
The problem is still goods rather than price. 


Window glass, A, single thick, first three brackets, is 89 per 
cent, and B, single, first three brackets, 90 and 10 per cent 
discount. In all of the remaining brackets A and B single 
thick, are 88 per cent, A, double, 89 per cent, and B double, 
90 per cent discount from jobbers’ lists. 

NAVAL STORES.—The market for naval stores is dull 
with some disappointment due to lack of domestic busi- 
ness, in which improvement was expected. Both manu- 
facturers and jobbers are purchasing sparingly and only 
for actual needs. Receipts are moderate in the primary 
southern markets, with a firmer tone there owing to 
small arrivals and little pressure by holders. 

Spot turpentine, in ‘yard, is in better supply and is quoted 
at 53c. per gal. 

Rosins are steadier than they have been, but prices are 
about the same as have prevailed for several days. 


Common to good strained, in yard, on the base of 280 Ib. 
per bbl. is $5, and D grade, $5.20 per bbl. 


CopPpEeR.—Business in copper and brass is going on at 
top speed, with a big demand and a considerable num- 
ber of inquiries constantly coming in. 

Copper sheets are 34% to 35c. base per lb. and bare copper 
wire, for electrical purposes, carloads, mill shipments, is from 
29% to 30c. base per Ib. 

Ingot copper is about 27%c. for futures and spot ingot 
28% to 29c. per lb. if it can be obtained. 

AGRICULTURAL WRENCHES. — Agricultural screw 
wrenches have been materially advanced, an increase 
that is participated in by most, if not all, the makers, 
prices from jobbers averaging 75 and 5 per cent dis- 


‘count, with another raise contemplated in the near 


future, possibly by the middle of April. 


BUILDING AND ROOFING PAPERS AND FELTS.—Owing to 
the long prevailing and constantly growing scarcity of 
rags and other paper stock, the prices for building 
paper, roofing, deadening and slater’s felts, all of which 
are similar in character so far as initial production is 
concerned, are about as high as they ever have been. 
The lack of sufficient raw stock is due largely to the 
cessation in the importation of rags coming from 
abroad; the dry felt to be saturated with asphalt for 
tar products is made from rag stock. 


Rosin sized sheathing, 500 sq. ft. per roll, 36-in. wide, is 
now quoted as follows: viz., 25-lb. rolls, 53c.; rolls of 30 Ib., 
63c., and 40 lb. to the roll, 85c. each. 

Deadening felt, 50 sq. yd. rolls, 36 in. wide, is $85 per ton. 

Tarred felt, 1-ply, per ton, is $62 to $63; 2-ply, per roll, 75 
to 78c., and 3-ply, per roll, $1.10 to $1.13 each. 

Slater’s felt, 30 lb. per roll, is $1.05, and 40-lb. rolls, $1.40 
each per roll. 


RUBBER ROOFING.—Rubber roofing, along with other 
building and roofing papers, has been advanced to the 


following levels: 
108 4 ft. rolls, 32 in. wide, per roll, first quality, 1-ply, 35 
Ib., $1.35; 2-ply, 45 Ib., $1.60, and 3-ply, 55 Ib., $1.85 per roll. 
Second quality, 1-ply, 35 Ib., $1.20; 2-ply, 45 Ib., $1.45, and 
3-ply, 55 Ib., $1.70 per roll. 


SoLpER.—Solder, half and half, at 36%4c. late quota- 
tions, is simply following the upward movement of tin, 
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principally, which apparently ranges at 55 to 57%ec., 
with lead at 8% to 8%c. per lb. To these prices must 
be’added cost of manufacture, loss by dross, and neces- 
sary profit, with the usual incidentals. Just as tin, 
more particularly, goes upward, solder will have to fol- 
low. With the increase of raw materials there is the 
increasing temptation to easy-going makers to lower the 
various standards by including less tin according to the 
grade of solder. 


SHOVELS.—Manufacturers of shovels, spades and 
scoops, outside the leading interest, have advanced this 
line approximately 5, 7% and 10 per cent, according 
to type and quality. The expectation in the trade is 
that advances will soon be made in these goods pro- 
duced by the other makers. 


ScrEw Hook AND STRAP HINGES.—Screw hook and 
strap hinges have been advanced 25c. per cwt, as fol- 
lows, per Ib.: 

6 to 12 in. to 4%c.; 14 to 20 in., 4%4c., and 22 to 36 in., in- 
clusive, 4c. per Ib. 

CoRN Poprers.—Corn poppers have been advanced 
variously from recent prevailing prices $1.50, $2, $3, 
$7.50, $9 and $10 per gross, according to size as fol- 
lows: 

From $11 to $13.50 per gross; from $13.50 to $16.50 per 
gross; from $15 to $16.50 per gross; from $16.50 to $24 per 
gross; from $27 to $36 per gross, and those formerly costing 
$30 are now $40 per gross. 

FLour Sirters.—Hunter’s flour sifters on April 1 
were advanced $1.25 per gross. 


Door Knoss.—The price of door knobs has been 
jumped to 80c. per doz. for mineral and 90c. per doz. 
on porcelain door knobs, case lots; and these are low 
prices to any trade. 


ORNAMENTAL BUTTS AND HINGES.—The National 
Mfg. Company, Sterling, Ill., says that in the produc- 
tion of its line of ornamental butts and hinges some 
supplies are unobtainable and others have advanced, at 
the time of writing, as follows: steel 125 per cent; wire 
80 per cent; brass bands and wire 205 per cent; naphtha 
150 per cent; Sherardized zinc 220 per cent; iron screws 
98 per cent; brass screws 128 per cent; bolts 140 per 
cent; lag screws 110 per cent; rivets 105 per cent; 
paper boxes 20 per cent; lacquer 32 per cent; lye 67 
per cent; carbonate copper 155 per cent; carbonate zinc 
70 per cent; sulphate copper 460 per cent and acid 400 
per cent. 

Of course the markets are changing all the time and 
further advances have been made, especially in screws, 
since these figures were given, but the list affords a 
good idea of the relative changes in the manufacture 
of hardware. 


WRENCHES.—The Coes Wrench Company, Worcester, 
Mass., under date of April 5, has revised its list on 
screw wrenches, of knife and steel handle styles, black 
finish, per doz., as follows: 

6-in., $10; 8-in., $12; 10-in., $14; 12-in., $i8; 15-in., $24; 
18-in., $32, and 21-in., $39 per doz. 

The key model list, black finish, has been revised as 
follows: 28-in. $10.50, 36-in. $22 and 48-in. $55, each. 

The list on Coes screw wrenches, now superseded, 
was universal in the trade for wrenches of this general 
type by all manufacturers and was standard for over 
a half-century. 

The advances per doz. are $1 on 6-in., $2 each on 8, 12 and 
a” $4 on 12-in., no change on 15-in., and $3 per doz. on 

Owing to the time required, expense and great de- 
mand for goods, the company has discontinued for the 
present the production of bright finish wrenches. The 
4-in. steel handle screw wrench, because of light sales, 
has been permanently dropped. 

The discount recently established on all wrenches 
made by the Coes Wrench Company is unchanged, the 
market being represented from jobbers to smaller trade 
at 40 and 7% per cent discount with the usual freight 
allowance on shipping quantities. From Denver, west, 
because of the greater freight rates, the discount to 
retafl trade as suggested by the manufacturer is 40 
per cent. 
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Various manufacturers of screw wrenches of this 
type have already adopted this list and doubtless it 
will become standard in the trade. 


YANKEE Toots.—The North Bros. Mfg. Company, 
Philadelphia, Pa., represented directly by J. H. Graham 
& Co., 113 Chambers Street, New York City, on March 
29 made advances on its various lines, based on higher 
cost of material and labor, which vary from 10 to 20 
per cent, according to the particular line. The goods 
affected are plain and ratchet screw drivers, breast and 
hand drills, spring, bench and chain drills, bench vises 
and tap wrenches. 


SAND AND EMERY PAPER.—One of the factories mak- 
ing sandpaper and emery paper and cloth has ad- 
vanced this line about 33 1/3 per cent. The market is 
now as follows: flint paper, first grade, 50 per cent; 
second grade, 50 and 10 per cent; garnet paper, 15 per 
cent, and emery paper and cloth, 50 per cent discount 
from new list made March 1 last. The lists made at 
that time approximated an advance of 15 per cent. 





Office of HARDWARE AGE, 
Chicago, April 11, 1916. 


' condition of business for the Chicago territory 
remains practically the same, a constant expansion 
being the rule. Many new buildings are in the course 
of construction and there is a heavy demand for struc- 
tural steel, lumber and other building material. The 
shortage of skilled labor is still a factor in production 
and the railroad blockade still hinders delivery. 

Much of the activity of the metal market is due to the 
demand for steel rails, cars, and railroad equipment. 
The announcement has been made that the rail prices 
will be maintained until the first of May, for delivery 
up to May 1, 1917. No commitments will be made for 
deliveries beyond that date. During the month of March 
the rail mills took orders for 1,052,200 tons of rails. Of 
this amount 700,000 tons is for next year’s delivery. 
France is reported to have purchased 125,000 tons, one 
lot of which brought a premium of $10 per ton. 

One large steel plate company at Chicago Heights 
has 54,000 tons of unfilled orders. This represents the 
entire output of the factory for the next four months, 
and the orders are all for domestic use, being mainly 
for tanks, tank cars, gas reservoirs and tannery equip- 
ment. The plant is now running night and day. The 
same company also reports contracts for over $1,000,000 
worth of filters and water softeners to be used in new 
residences and apartments in the larger cities. 

The demand for lead remains heavy and it is now sell- 
ing at from 7c. to 7%c. Linseed oil has taken a two- 
cent drop, due mainly to lack of domestic demand. Job- 
bers are reporting excellent business. Retailers are 
stocking up quite liberally and collections are considered 


above normal. Reports from the surrounding country: 


indicate that the retail trade is in a very satisfactory 
condition. There is a heavy demand for machinists’ 
‘and mechanics’ tools, builders’ hardware, paints and ma- 
chinery. Crop prospects are excellent and dealers are 
looking forward to a very profitable year. 


WIRE NAILS.—The quotations on wire nails remain the 
same as for last week with an advance expected at any 
time. Raw material is higher in proportion than the 
finished product and mills are sold to capacity. Deliv- 
eries in this line are very uncertain. 

We quote wire nails, $2.40 per keg base in car lots to 
jobbers f.o.b. Pittsburgh. Smaller lots 5c. higher. To re- 
tailers $2.45 in car lots f.o.b. Pittsburgh. Smaller lots 5c. 
higher. As the freight rate from Pittsburgh to Chicago is 


18.9c., this makes the Chicago price practically $2.59 per keg 
base to jobbers and $2.64 to retailers in car lots. 


Cut NaILs.—There is no perceptible lessening in the 


demand for cut nails, and as the deliveries are better 
than for the wire nails, many consumers are using large 
quantities where formerly very few were used. An in- 
crease in price for this line is momentarily expected. 


We quote cut nails, $2.35 to $2.40 in car lots to jobbers 
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When the new lists were made manufacturers gave 
30 days’ notice and were willing to accept orders in 
advance for 60 days’ requirements, but the present ad- 
vance became effective at once. 


TOILET CLIPPERS.—The Coates Clipper Mfg. Com- 
pany, Worcester, Mass., represented by J. H. Graham 
& Co., 113 Chambers Street, New York City, has re- 
cently advanced its prices on the popular sized toilet 
clippers, variously, 5 to 7% per cent, according to the 
particular article. This increase is on the grade of 
toilet clippers which has always been very close to cost, 
and which higher material and labor charges have 
made advances imperative. 


SEMI-FINISHED NutTs.—Harman & Dixon, 117 Cham- 
bers Street, New York City, has made the price on 
semi-finished nuts, square and hexagon, to retail trade, 
65 per cent discount. This, they say, is about 300 per 
cent higher than last summer for the same type of 
goods. 





f.o.b. Pittsburgh: carloads to retailers $2.45 to $2.50 f.o.b 
Pittsburgh. 


BARB WIRE AND STAPLES.—The domestic demand for 
barb wire and staples is reported as being less heavy 
this spring than usual. Farmers are deferring fence 
repair work on account of advanced prices. The foreign 
demand, however, is as strong as ever and there is no 
indication. of a decrease in price. 


We quote painted barb wire: $2.55 per cwt. in car lots to 
jobbers f.o.b. Pittsburgh. For smaller lots, 5c. advance. In 
car lots to retailers, $2.60, f.o.b. Pittsburgh. In small lots, 
5e. higher. Galvanized barb wire is quoted $3.25 in car lots 
to jobbers and $3.30 to retailers, f.o.b. Pittsburgh. No. 9 
plain annealed wire $2.25 in car lots to jobbers and $2.30 to 
retailers, f.o.b. Pittsburgh. Polished fence staples, $2.55 per 
cwt. and galvanized $3.25 per cwt. in car lots to jobbers: 
$2.60 and $3.30 to retailers, f.o.b. Pittsburgh. 


Wire CLoTH.—There is no change in the wire cloth 
situation, some manufacturers still refusing to quote 
prices except on specifications, while others are issuing 
regular price quotations. Jobbers who have large re- 
serve stocks, bought at the old prices, are not in all cases 
taking advantage of the prevailing prices. Manufactur- 
ers are quoting to jobbers: 

Twelve mesh black wire cloth, $1.30 per 100 sq. ft. Four- 
teen mesh, $1.70. Twelve mesh galvanized wire cloth, $1.70 
per 100 sq. ft. Fourteen mesh, $1.95. Fourteen mesh bronze 
wire cloth, $6.50 per 100 sq. ft. Jobbers are quoting to 
dealers from $1.30 to $1.35 per 100 sq. ft. for twelve mesh 
black; from $1.70 to $1.75 for fourteen mesh. Twelve mesh 


galvanized from $1.70 to $1.75: fourteen mesh from $1.95 to 
$2.00. Fourteen mesh bronze, $7.00. 


LINSEED O1L.—There has been a drop of 2c. per 
gallon in linseed oil, claimed by manufacturers to be 
due to the light domestic demand. 

We quote f.o.b. Chicago, strictly pure, old process linseed 
oil, carloads, raw, 75c.; carloads, boiled, 76c. Five or more 


bbl, raw, 77c.; five or more bbl., boiled, 78c.; less than five 
bbl., raw, 79c.; less than five bbl., boiled, 80c. 


NuTs AND Bo.ts.—There is no change in quotations 
for bolts and nuts, but the demand is exceptionally 
heavy and manufacturers are swamped with orders. 

We quote machine bolts up to % x 4 in., 65 and 5 per cent, 
larger sizes, 65 per cent. Carriage bolts up to % x 6 in., 65 


per cent; larger sizes. 50 and 15 per cent discount. Hot 
pressed nuts, square, $3.70, and hexagon, $3.80 off per 100 Ib. 


SHEETS.—The demand for sheets is reported to be less 
heavy at the present time than for some time previous. 
The bulk of the orders are for the blue annealed sheets, 
there being little inquiry for the black. 

Chicago jobbers are quoting No. 10 blue annealed, 3.25c. ; 
N 28 black, 3.10c. to 3.20c.: No. 28 galv., 5.40c. to 5.50c. 
Minimum prices apply on bundles of 25 or more. 

Bars.—Heavy buying in bar iron seems to have been 
checked by the high prices and orders are comparatively 
small. Jobbers report full stocks and ability to fill 
orders. 


We qucte to retailers as follows: Soft steel bars, 3.19c.; 
bar iron, 3.10c.: reinforcing bars, 3.10c. base. 
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Hardware Age 





Office of HARDWARE AGE, 
Cincinnati, Ohio, April 11, 1916. 


OCAL and suburban merchants are beginning to 

realize the somewhat acute situation that exists as 
far as replenishing stocks are concerned. Of necessity 
many manufacturers are compelled to curtail purchases 
of some of their best customers. The sharp advances 
made would be old history if the top had yet been 
reached. Nearly all prices are made subject to change 
without notice, and almost invariably when the mer- 
chant sends in his order he finds that quotations have 
been marked up. 

The retail figures have not been advanced proportion- 
ately, and as a consequence the dealers are even now 
very much perplexed as to stocking up at present prices. 
Many of them are also not taking the opportunity of 
following the market, which would enable them to put 
aside a profit now to offset very probable losses on high- 
priced stocks when the market goes the other way. This 
matter was brought out at the mass meeting of the 
Hamilton County, Ohio, dealers, wholesalers and manu- 
facturers, held here last week. 

The unseasonable weather in March retarded business 
to some extent, but country merchants report sales of 


Masbach Company Enlarges 
Space 


HE Masbach Hardware Company, occupying the 
entire buildings owned by R. J. Masbach, at 82-84 
Warren Street, New York, has found it necessary to 
add to the present fourteen floors, each 25 x 100 ft., 
now used for the business, several additional upper 
floors in the adjacent building, No. 80, for stocking 
merchandise. The new space will be connected up 
with No. 82 to facilitate the movement of merchandise. 
This business was started in a modest way by R. J. 
Masbach in 1875, as a boy, when fifteen years old, when 
he had a half store on Third Avenue near Sixty-fourth 
Street, retailing hardware. When this capacity was 
outgrown he moved to Third Avenue and Sixty-first 
Street, where the business was carried on for three 
or four years. By this time he had branched out a 
little by adding tin men’s tools and supplies required 
in making and mending tin ware. 

In 1884 he moved downtown to 80 Vesey Street, where 
a business in hardware and hotelware still bearing 
his name but owned and conducted by near relatives 
is flourishing, although R. J. Masbach is not actively 
connected with it. In 1897 the business which then 
became of wholesale character, with a capital of $2,000, 
was transferred to much larger quarters at 117 Cham- 
bers Street, occupying three large floors. 

Ten years ago the business expanded to the extent 
of seven floors at 82-84 Warren Street, and five years 
ago to the entire fourteen floors in the two buildings, 
until now a further enlargement in space next door has 
become very necessary. 





New Brunswick Dealer Interested 
in Automobile Accessories 


SUSSEX, N. B. 
To the Editor: 


Please be good enough to have the concerns 
that advertise in your magazine send me there 
catalogs and price lists of automobile accesso- 
ries. Yours very truly, 

WALTER S. FAIRWEATHER. — 

P. O. Box 263. 











garden and farm seeds and implements as being in ex- 
cess of their expectations. All kinds of building ma- 
terials are also in fairly good demand. The automobile 
accessory branch of the business is improving and many 
country merchants are paying closer attention to it than 
formerly. Competition from regular garages is said not 
to be as difficult to meet as was thought at first, and 
dealers who only carried a few articles when they first 
started are now adding practically a full line of acces- 
sories, as well as handling gasoline. The city merchants 
report the household trade as being a little slower than 
usual. 

Collections are good and present price conditions have 
urged dealers to be more cautious in opening new ac- 
counts. The slow-pay customer is not wanted just now. 

We quote local jobbers’ prices as follows: 

Steel bars, 3.20c. base; twisted steel bars, 3.35c.; plates, 
3.50c.; small structural shapes, 3.20c.; No. 10 blue annealed 
sheets, 3.25c.; cold rolled rounds, 5 per cent over list; flats, 
squares and hexagons, 7 per cent over list; No. 28 galvanized 
sheets, 5.25c.; wire nails, $2.65 per keg base, and barb wire, 
$3.50 per 100 Ib. 

Dealers in mill supplies and machine shop specialties 
are still doing a record-breaking business. 


Farmers’ Week at the University 
of Missouri 
Continued from page 57 


diners sat down. Everything was prepared at the 
university and by university people. Much of it 
was raised on the university farm. There was a 
student band, and a student chorus and the wait- 
ers were the boy students of the agricultural col- 
lege and the girls of the department of domestic 
economy. Of course there were speeches, some of 
the best by real farmers. But the speech that 
went home was that of a woman school teacher ;— 
direct, unaffected, sincere; a plea for better facili- 
ties, for better methods, for larger opportunities, 
for more fitting buildings for that most precious 
heritage of the State, the thousands of boys and 
girls who attended the little one-room _ school 
houses—ten thousand such school houses—in the 
country districts of the State. 


Norman Warner Company 


hie Norman Warner Company, 149 Chambers 
Street, New York, a reorganization of an old 
business, has recently been made the direct export 
representative of J. Sand & Son, Detroit, Mich., 
which manufactures plumbs and levels in plain, 
brass-bound and aluminum styles. The Warner 
Company will also cover the Metropolitan district 
and adjacent territory, approximating a radius of 
about fifty miles outside Greater New York. Stocks 
will be carried at the New York headquarters from 
which to execute hurry orders promptly. 

Norman Warner is an experienced hardware man 
and for years represented various well-known man- 
ufacturers of hardware under the title of the 
Warner & Haviland Company, and earlier in his 
business life was with the Russell & Erwin Mfg. 
Company. 


THE SAFETY FIRST AUTO PARTS COMPANY, Buffalo, 
has been incorporated with a capital stock of $25,000 
by P. U. Daniel, G. H. Hutchings and F. S. Jackson, 
Buffalo, to manufacture special auto parts. 
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PERMANENT AUTOMOBILE INSURANCE — 
FOR ONE SMALL PAYMENT 
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This improved holder is | 
the strongest, simplest 
and most satisfactory 
re i your customers 
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No. 1774 Holders are packed one pair in a box, with screws, chain 
guides, and full illustrated directions for applying. 


THE STANLEY WORKS MANUFACTURE A COMPLETE LINE OF 


GARAGE HARDWARE 


Any first class Jobber can Write today for our illustrated Garage 
supply you. Hardware Booklet ‘‘W”’ 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market 






by Hardware Manufacturers 


Coldwell “Threesome” Lawn 
Mower 


The Coldwell Lawn Mower Com- 
pany, Newburgh, N. Y., recently 
placed on the market the Coldwell 
“Threesome” horse-drawn lawn 
mower, which has an 87-in. cut. The 
company points out that all gears and 
axles of the drive wheel run in dust- 
proof grease cases, which need filling 
only once in four or five months. This, 
it is claimed, makes the machine run 
easily and adds to its life. The back 
rollers are made in three sections to 
prevent the tearing of the lawn when 
turning circles. These rollers are 
each provided with bronze bearings, 
turning on a hollow grease-filled shaft. 

The drive wheels, it is pointed out, 
have malleable hubs, steel spokes, 
wrought iron rims and are made fast 
to the shafts which turn on ball bear- 
ings inside the grease case. All wear 
can be easily taken up from the out- 
side of the case. It is claimed that 
no springs are necessary to keep the 
back roller from jumping up, as the 
lawn mowers are swung from the 

















The Coldwell “Threesome” horse-drawn 
: lawn mower 


main frame by large friction surface 
hangers which hold the roller down. 
A single lever is situated at the oper- 
ator’s right hand, which enables him 
to lift all three of the cutting knives 
free from the ground at once. It is 
also possible to throw out of gear all 
the three revolving cutters without 
the driver leaving his seat. 

The weight of the superstructure 
and operator is evenly divided over the 
three lawn mowers. The combination 
of the carryirig frame and a very sim- 
ple draw rod mechanism, makes posi- 
tive the accurate position of the rear 
machine relative to the two front 
machines. This insures at al! times, 
and under all conditions the proper 
overlapping of the cuts preventing a 
ragged appearance of the lawn. 

This style of machine is designed 
for cutting wide swaths of grounds 
that are settled and dry, and where 
rolling and fine cutting are not the 
first considerations. It is not in- 
tended for use on fine lawns where the 
turf is right and where pride is taken 








The left view shows the “Carpenter” vise in an upright position. 








One of its other 


positions is shown at the right 


in having fine cutting and a veivety 
surface. A motor-driven lawn mower, 
which rolls the lawn every time it is 
cut, is the type of machine recom- 
mended for such work. 


Will-Burt “Carpenter” Vise 


The Will-Burt Company, Orrville, 
Ohio, has recently put on the market 
a new style vise which can be adjusted 
and automatically locked in a number 
of different positions. The company 
states that it was designed and built 
to meet the carpenter’s need for an 
efficiency vise and to cover all the re- 
quirements of the woodworker. 


The “Carpenter” vise can be used in 
either a horizontal or vertical position, 
and will automatically lock at any 
point. 

As can be seen from the accompany- 
ing illustration, this vise is equipped 
with a base that is securedly fastened 
to the bench. Two sockets are fur- 
nished in the vise itself, into which the 
projection on the base fits. The fact 
that extra bases can be furnished al- 
lows the vise to be used at different 
points. 

For working narrow boards the vise 
is used as shown on the right-hand 
half of the illustration. The board can 
be laid solid on the bench and the work 
thus made much easier. 


The company can also furnish for 
this vise the “Carpenter” saw clamp, 
which is a specially designed jaw that 
will slip over the jaws of the “Car- 
penter” vise. The jaws grip square 
on the saw with a wide contact be- 
tween the saw and the jaw of the 
clamp. 

The manufacturer points out that 
the material of which the “Carpenter” 
vise is made is of the best quality and 
that all parts are interchangeable. 
The jaws measure 24%x3% in. and 
open 5 in. The weight complete is 15 
Ib. The cost of the vise with one base 
is $5. The bases separately sell for 
75c. each. A set of saw clamps sell 
for 60c. 
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“Thermatic” Fireless Stoves 


The Diller Manufacturing Company, 
Bluffton, Ohio, manufactures’ the 
“Thermatic” fireless stove. It is 
claimed that in using this device no 
pre-heating of the food is necessary 
except in roasts which exceed 6 Ib. 

The stove which we illustrate is 














A “Thermatic”’ fireless stove 


known as the “Thermatic Junior” and 
contains one 8-qt. aluminum vessel. It 
can be supplied with cither aluminum 
or nickeled-copper composition lining. 

The company calls special attention 
to the “Thermatic” cover which fits in 
such a way that when the cover is 
closed it makes the oven steam-tight 
and prevents the escape of heat around 
the cover. This cover is equipped with 
stop hinges which hold the cover up- 
right when open. The “Thermatic” is 
made in several other styles and sizes. 


Van Camp Polishes 


The Van Camp Hardware & Iron 
Company, Indianapolis, Ind., has re- 
cently put on the market the Van 
Camp cream metal polish, which the 
company states is made especially for 
silver and will not scratch. 

The company also makes the Van 
Camp silver stove polish, compounded 
especially for polishing the aluminum 
used on stoves. It is claimed that this 
polish will resist heat and that it will 
give a long, lasting polish. 
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ONE SET R-W ADVANCE 


Noiseless Trolley 
Ball- Bearing 


House Door 
Hangers 








Complete with Track for 
Double Doors 


Packed with Screws 



















MANUFACTURED BY 


Richards-Wilcox 


Manufacturing Co. 
A 


N 
\. \ 
AA . \ 
\ — \ 





























Every set of No. 221 R-W Advance House Door Hangers is 
packed in a neat and strong metal edged box, golden-rod 
color, with a golden-rod label, like above. A stock of R-W 
Products in the golden-rod cartons on your shelves makes a 
neat, attention-attracting display. The neatness of your shelf 
display helps make your store attractive and inviting to your 


trade. 


R-W HOUSE poor HANGER 


This center hung trolley ball-bearing hanger operates in 
wood-lined track, which assures easy and noiseless operation 





in the home of your customer. 


Carrying satisfaction to your cus- 
aria eee tomers doors sure wins trade. 


‘SA Hanger ; ; 
New Tork Our latch string is always out for 






a — your friendship 
Any Door That aeapeotie 
Chicago " 
Slides ”’ St Louis 
Minneapolis ar W ico 
ne cat wiLe MANUFACTURING Co. a 
San Francisco ov 4 URO I U 





Richards-Wiicox Canadian Co., Ltd., London, Ont. 


Full Size Cross Section Wood-Lined Trolley Track 
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Fruit Jar Rack for Roaster 


The Cleveland Metal Products Com- 
pany, Cleveland, Ohio, has recently 
announced that a new feature has been 
added to the “Aladdin” double roaster. 

This device consists of a wire rack 
to be used in connection with the 
roaster in canning fruit by the steam- 

















A new fruit jar rack for use in the roaster 
“Aladdin” 


ing process. This rack, which will 
accommodate six jars, can be quickly 
attached to the perforated tray. The 
company states that each jar is held 
securely in its place and that there 
is no danger of breakage. All the 
jars can be easily and safely lowered 
in or lifted from the roaster at one 
time. This device adds to the all-year 
usefulness of the roaster. 


Rexine Products 


The Rexine Company, Sheboygan, 
Wis., manufactures Rexine sanitary 
cleanser, which the company describes 
as a pure, vegetable-oil soap that con- 
tains no acid. It is claimed further 
that it will soften hard water, and 
that it cannot injure the hands. This 
product can be used for washing 
dishes, clothes, for cleansing painted 
woodwork and polished floors; for re- 
moving grease spots from clothing; 
for the cleansing of bathtubs, sinks, 
marble and tiling, for carpets and 
rugs, leather couches, furniture, oil 
paintings and, according to the manu- 
facturer, is an especially good cleanser 
for automobiles. It is put up in 1-qt. 
cans, 1-gal. cans, 5-gal. pails, % and 
1 bbl. quantities. 

This company also makes the Rex- 
ine oil furniture polish for use on 
furniture, pianos, automobiles, floors 
and woodwork. A bottle containing 
$2 oz. retails for $1. 


White Mountain Advertis- 
ing Book 


The Maine Mfg. Company, manu- 
facturer of “White Mountain,” “Stone 
White,” “Pilgrim,” “Maine,” “North 
Pole,” and “Defender” refrigerators, 
Nashua, N. H., has recently prepared 
for the trade a new series of adver- 
tisements of “White Mountain” re- 
frigerators. Reproductions of all these 
advertisements are bound in book form 
for distribution to dealers. Electro- 
types of the illustrations only are 
furnished, but the complete advertise- 
ments are given so that the dealer may 
send them direct to his printer with- 
out further preparation. 


Standardized Steel Doors 


The Solar Metal Products Com- 
pany, Grant Avenue, Columbus, 
Ohio, has recently been reorganized 
and has erected a large, well-equipped 
plant at Columbus for the manufac- 
ture of hollow steel doors. The com- 
pany states that it is now manufac- 
turing a comprehensive series of 
standard styles stocked in parts ready 
for assembling, finishing and deliver- 
ing. The details and specifications of 
the Solar standard doors are covered 
in a convenient loose leaf handbook. 
Quotations, which vary slightly with 
the market changes, are published 
monthly. It is claimed that the cost 
under these new methods is very low— 
sometimes as low as one-half of the 
former cost of the unstandardized 
products. 


“Dirigo” Flagstaff Bracket 


The Thomas Laughlin Company, 
Portland, Me., recently placed on the 
market the “Dirigo” flagstaff bracket 
which is made of galvanized iron. It 
has interlocked cogs that allow the 
flag to be adjusted at any angle de- 
sired. The adjustment is very simple 
being made by the turning of a thumb- 




















Above, the “Dirigo” flagstaff bracket. Be- 
low, the bronze turn-buckle 


screw at the joint. It is made in four 
sizes for 14, 1%, 1% and 2 in. poles. 

This company also manufactures a 
new bronze turnbuckle with galva- 
nized-steel ends. The company claims 
that these have the same strength as 
steel buckles, but they never become 
rusted, and permit the rigging to be 
taken down without trouble at the end 
of the season. They are made in %, 
5/16, %, 7/16, %, % and % in. sizes. 


Porter Haying Tool Catalog 


The J. E. Porter Company, Ottawa, 
Ill., has just issued an attractive cata- 
log, known as No. 16, of haying tools, 
barn door track and hangers, etc. It 
consists of 80 pages of descriptive 
matter, well illustrated in a manner 
which correctly shows the details of 
the various items. The line of haying 
tools comprises many types and sizes 
of hay carriers, forks, slings, pulleys, 
etc. The barn door hangers are ac- 
curately described, especial emphasis 
being given the new “Hummer” track 
and hangers. 

Several pages are given to barn 
equipment, this being another import- 
ant branch of the company’s business. 
Here only a few of the recent improve- 
ments are shown, since a special book 
is available for those interested. 
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Luther Clamp Vises 


The Luther Grinder Mfg. Company, 
Milwaukee, Wis., is putting out an en- 
tirely new line of vises which have 
steel guides, steel screws, steel jaws 
and handles. The movable jaw in 
these vises comes above the steel 
guides, which in turn are supported 

















Luther clamp vise 


by the bench. This makes it abso- 
lutely impossible, it is claimed, for the 
vise to be out of alignment, or to be 
sprung. 

These vises are built very solidly, 
yet can be retailed at a low price. 


U. T. Hungerford Catalog 


The U. T. Hungerford Brass & 
Copper Company, Lafayette, White 
and Franklin Streets, New York City, 
has issued a cloth bound catalog of 
404 pages, illustrating and describing 
its complete lines of brass and copper 
goods trademarked “Star Brand.” The 
contents, grouped in separate depart- 
ments, furnish a concise trade catalog 
with lists covering material aggre- 
gating over 5,000,000 Ib. constantly 
carried in stock for prompt shipment. 

The line includes copper and brass 
in sheets, rolls, rods and wire. Seam- 
less brass and copper tubes and con- 
denser tubes. Tobin bronze and yellow 
metal (Muntz) rods. Brazed brass 
and bronzed tubes. German silver, 
phosphor bronze and commercial 
bronze. Copper rivets and burs, bra- 
ziers’ rivets, copper nails and tacks. 
Soldering coppers, solder, brass and 
iron chain. Brass and iron escutcheon 
pins, wood and machine screws. Brass 
and copper wire clcth and bronze mos- 
quito netting. Copper leaders and gut- 
ters, etc. Brass and bronze railings 
and fittings and innumerable other 
items interesting to the brass, copper 
and allied trades. 

This aggregate tonnage, it is said, is 
the largest and most complete in mer- 
ehandise stocks of brass, copper and 
other metals in various forms carried 
anywhere under one roof. The 16- 
story fireproof “Hungerford” Building 
was recently erected specially to safe- 
ly carry this great weight. 

Page illustrations show also, in ad- 
dition to the New York building and 
some of its interior, the branch build- 
ings well-stocked, in Boston, Phila- 
delphia, Baltimore and San Francisco. 


THE BRIDGEPORT SCREW COMPANY, 
Bridgeport, Conn., has awarded a 
contract for an addition, 100 x 150 
ft., two stories. 
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' GENERA 


Rubber and cotton of the finest grades known to 

the tire industry are used. Above | 

everything, the “General” is a blue- | 
blood. 

The tread is scientifically non-skid, not a mass of lumps. The center 


ridge gives unbroken contact with the road—a smooth, 
easy-riding surface. ‘The fingers against side-slide. 
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UNIT CURE: We have put science into curing. Our dry 
steam cure of tested temperature and pressure THE 
preserves all the natural strength of the fabric. GENERAL 
Our curing agent is something new in rubber as TIRE 
chemistry. The finest, latest timing and heat ‘ie 
regulating devices, eliminate vulcanizing mis- 
takes. Even the finest materials of the General 
Tire would show a “yellow streak’ on the 
road if given the faulty curing of cheaper tires. 
NOTE: ‘“‘General’’ Dealers are free of Factory 
Branch competition. We do not believe in the 
Branch principle. Our fair list and our plans 
of dealer-helps make the ‘“General’’ Agency a 
business worth having. Write for facts to Tire 
Agency Dept. 


The General Tire & Rubber Co. 
Akron, Ohio 
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“Hazel” Electric Gravity 
Tank Pumping System 
The Columbus Pump Supply Com- 


pany, 35-39 Vine Street, Columbus, 
Ohio, is manufacturing the Hazel 
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“Hazel” electric gravity tank pumping 
system 


electric gravity pumping’ system, 
which is designed especially for pump- 
ing into open attic tanks and is 
adapted for working against a head 
of 60 lb., which is equal to a vertical 
height of 120 ft., so that it is suitable 
for use in private houses, apartments, 
hotels and hospitals that have tanks 
located on the top floor and are using 
gravity pressure for supplying water. 

This outfit consists of a _ special 
1/6 hp. motor equipped with a specially 
designed flange pulley for driving the 
motor. It has a drop-forged steel 
crankshaft running in bronze bearings 
with a large oil pocket. The cylinder, 
it is stated, is brass lined, with quick 
closing spring checks. The plunger is 
all brass. 

The pump and motor are mounted 
on a neat and strong cast frame and 
are furnished with the necessary air 
chambers, check valve, priming cock, 
suction strainer and foot valve. The 
system is equipped ready to connect 
to the suction and discharge pipes. 
It occupies a floor space, 16 by 20 in., 
and in most cases can be connected to 
pipes of hand pumps or other power 
pumps that have been used. 

It is customary in installing a pump 
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of this kind to put an ordinary snap 
switch in the kitchen or some other 
convenient place so that when the 
water is needed in the tank the cur- 
rent can be turned on and the pump 
started and when the tank is full it 
can be turned off without going into 
the basement. 

The company has just issued a new 
bulletin No. A-18 entitled “Hot and 
Cold Water at the Turn of a Faucet” 
which fully illustrates and describes 
this system and also the complete line 
of “Hazel” automatic electric water 
supply systems for domestic use. 


Mabey’s Electric Glue Pot 


The Mabey’s Electric & Mfg. Com- 
pany, Indianapolis, Ind., has put on 
the market Mabey’s dry-heat electric 
glue pot, which eliminates all danger 
of fire and gives out no flame, soot or 
smoke. 

It is stated that the consumption of 
electricity is kept down to a minimum 
because the insulation prevents the 
loss of radiation and waste of current. 
The heat retaining jacket is con- 
structed of heavy ingot iron, finished 
in black enamel with a copper glue 
cap and wiping rod. Each glue pot is 
supplied with a 6-ft. cord, plug and a 
3-heat switch for 110 volts. The 
switch indicates the heat being sup- 
plied which can be low, medium or 
high. 

This glue pot is furnished regularly 
in 110 volts, but can be furnished for 

















Mabey’s electric glue pot 


220 volts for 50c. additional. It is 
made in one-, two-, three- and four- 
quart capacities. 


THE UNITED ELECTRICAL MFG. CoM- 
PANY, Adrian, Mich., has been incor- 
porated with $50,000 capital stock to 
manufacture electrical devices and 
automobile parts. It has secured a 
factory and will begin operations at 
once. The directors include Karl F. 
Wagner, Walter T. Haley and D. B. 
Hayes. 
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Pittsburgh Electric Cleaner 


The Pittsburgh Electric Specialties 
Company, 927 French Street, Pitts- 
burgh, Pa., manufactures the Pitts- 
burgh Electric Cleaner which the com- 
pany states is light and easy to handle, 
nicely balanced, with a motor that is 
off the floor and with a long tube that 
has a swivel-jointed nozzle. 

This device weighs less than 7 Ib., 
and provides ample suction for all 

















Pittsburgh electric cleaner 


kinds of cleaning. With this the house- 


wife can clean floors, stairways, 
corners, furniture, etc., without any 
change of attachment. It can be used 
to clean any piece of furniture that 
stands as much as 2% in. from the 
floor. 

The cost for current at the 10-cent 
rate is less than 1 cent an hour, the 
company claims. There are no extra 
parts to buy. 


“Bright Eye” Lantern 


A new lantern manufactured by 
the Burchwell Mfg. Company, Pon- 
tiac Building, St. Louis, Mo., is the 
“Bright Eye” No. 8. This lantern 
takes an ordinary dry cell. It is 
equipped with a positive switch which 
cannot be turned on accidentally, it 
is claimed, and has a combination 
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“Bright Eye’’ electric lantern 


bulb and reflector of special design 
which produces a maximum amount 
of light. The case is of rolled steel 
finished in durable gun-metal. 

In addition to being a valuable ad- 
dition for the home, it is particularly 
attractive, the company states, to 
owners of automobiles, as it is made 
to fit the tool box and has no project- 
ing parts to break off. 

The “Bright Eye” No. 8 may be 
operated by the standard No. 6 dry 
cell or the new 3-volt battery. 
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Mark Up the Prices on Your Present Stock of 


Ingersoll Watches 


Prices to the public have been advanced 50c on each of the 
models shown above (and trade prices in proportion). The 
new schedule to:the consumer now reads: 


Midget ....... 


Midget Wrist 


Midget Two-In-One 


The Ingersoll Yankee is still $1.00; the Triumph $1.25 and the 
Simplex and Yankee Two-In-One are still $1.25. 


Greatly increased cost of labor and ma- 
terial, caused by the war, has made 
this increase necessary. The new prices 
will be in effect only while these high 
costs endure, and the return of costs 
to their former level will permit a cor- 
responding reduction in prices to the 
public. 


Labels will be furnished with new 
prices to change any Ingersoll advertis- 
ing fixtures showing former prices. 
Write for details, describing the adver- 
tising matter to be changed. New 
labels for watch boxes will also be 
supplied. 


Buy carefully—don’t overstock on any goods 


In times of prosperity like these, we are 


apt to be over-optimistic and take risks . 


that we would not have thought of tak- 
ing a year ago. Merchants are apt to 
buy less carefully than they have been 
—and so to overstock. It may be fine 
for the manufacturer or the jobber, so 
far as immediate business goes, but it is 
likely to be disastrous to the retailer 
and to have a serious reaction upon the 
manufacturer and jobber later. 


Such men as Judge Gary, of the U. S. 
Steel Company, and Mr. Rosenbaum, 
of the National Cloak & Suit Company, 
say that at this of all times we should 
buy carefully to avoid reaction. Dealers 
should remember that prices are high 
now and that while they want stock for 
immediate business, this is no time to 
stock up too far ahead. True friends 
of the trade will not advise buying 
heavily at this time. 


Robt. H. Ingersoll & Bro. 
New York City 
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Wilmo Manifold 


The Wilmo Company, 1260-1264 
Continental and Commercial Bank 
Building, Chicago, Ill., manufactures 

















The Wilmo manifold 


the Wilmo manifold, which the com- 
pany claims will give additional power 
to the motor equipped with it and that 
it will reduce carbon trouble and the 
amount of gasoline used. 

The Wilmo manifold is a one-piece 
casting which combines in its construc- 
tion both the intake and exhaust ports 
of the gas engine, taking the place of 
the separate intake and exhaust man- 
ifolds in common use. 

The value of the Wilmo manifold, 
the company points out, lies in the 
fact that in a single casting the in- 
take and exhaust ports and passages 
are separated only by metal walls 
which permit the heat of the exhaust 
to finish vaporizing the inflowing gas. 

Each Wilmo manifold is designed 
and adapted to fit a particular make 
or model of engine. It is claimed that 
when making the change from the old 
manifold to the Wilmo no machine 
work is required, and that no altera- 
tions are necessary to the engine it- 
self. The cost of the Wilmo manifold 
is $10. 


THE ACME TIRE & RUBBER COM- 
PANY, Ltp., Toronto, has been incor- 
porated with a capital stock of $400,- 
000 by Joseph M. Bullen, of McMaster, 
Montgomery, Fleury & Co., 44 King 
Street, West; Francis H. Hurley, 32 
Aberdeen Avenue; Harold L. Steele, 
437 Broadview Avenue, and others, 
of Toronto, to mannfacture tires, rub- 
ber goods, etc. 


Lennon Light Protector 


J. H. Faw, Inc., 41 Warren Street, 
New York City, is distributor for the 
Lennon light protector manufactured 
by the Lennon Mfg. Company, Willi- 
mantic, Conn. 

This device is made to fit on head- 
light bulbs so that the glare will not 
be more than the distance specified by 
law. 

The company claims that the 
Lennon light protector is made in one 
piece, of high-grade spring brass with 
a patented spring front that allows it 
to fit an under- or oversized bulb with- 
out injury to the bulb. It is heavily 
plated and polished inside and out. It 
is clamped on underneath the head- 
light bulb and throws the rays of 

















The Lennon light protector 


light against the upper half of the re- 
flector only. This reverses the rays 
and prevents them from going higher 
than the bulb itself. This not only 
conserves the light by concentrating 
it all on the road, but the company 
claims it also meets the anti-glare or- 
dinances. 


THE PIONEER AUTO SUPPLY COM- 
PANY, Kansas City, Mo., has been in- 
corporated with a capital stock of 
$60,000 by John F. Nordyke, R. Hel- 
burg, N. T. Haynes, and others, to 
manufacture automobile accessories. 
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“Allwon” Motor Glasses 


Strauss & Buegeleisen, 489 Fifth 
Avenue, New York City, manufacture 
“Allwon” motor glasses which have 

















One of the styles of “Allwon” motor 
goggles 


lenses of two colors for eliminating 
sunlight and the glare of headlights. 
The name is derived from the fact that 
though the lenses are of two colors, 
each lens is made of one piece of glass. 

All the frames of the “Allwon” 
motor glasses are of shell color or 
crystal. They are made in five styles 
varying from $9 to $13.50 per doz. 
complete with genuine leather cases. 


“Motor Trucks of America” 


There came from the press recently 
the 1916 edition of “Motor Trucks of 
America,” a valuable handbook pub- 
lished annually by the B. F. Good- 
rich Company, Akron, Ohio, for free 
distribution not only to truck manu- 
facturers, agents and salesmen, but to 
truck owners and business firms con- 
templating the purchase of trucks. 

All the principal motor trucks in the 
United States are represented by 
photographs and tables of specifica- 
tions covering all models. The speci- 
fications are arranged after a uniform 
plan so that one truck can be readily 
compared with another. 

Printed as an introduction to this 
volume is an article entitled, “Devices 
That Make for Motor Truck Effi- 
ciency.” This illustrates and describes 
twenty-six methods and devices that 
can be used to assist in loading, to in- 
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FISK 


Get the Fisk Tire 
Business in Your Town 








YEARS of honest tire building and square dealing 
have made a market for Fisk Tires among your 
own customers. 


They know about Fisk Tires and want them. Add their 
tire business to your present volume. 


It means more profits and no increased overhead. Fisk 
Tires are your chance to expand. 


It means getting your share of the many dol- 
lars spent in your city yearly for tires. 


It means taking on a line that you can safely put your 
reputation behind and that will add to your reputation as a 
keen, wise, far-seeing merchant. 


Automobile registrations are far in excess of last year. 
Our output in 1916 will be double that of 1915, and in 1915 
it was more than double 1914. 


100 Branch Houses, scattered throughout the United States, 
offer the opportunity for every dealer to do business direct 
with The Fisk Rubber Company of N. Y. 


If interested, write at once to 
Dept. H for the Fisk Dealer Plan 


THE FISK RUBBER COMPANY (2% 
of N. Y. Tes 


Chicopee Falls, Mass. 













Reg. U.S. Pat. Of. 
Time to Re-Tire? 
(Buy Fisk) 
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crease carrying capacity and to make 
unloading easier. 

This new volume contains 140 pages, 
size 7x9 in. It is a book that should 
be extremely valuable to anyone inter- 
ested in motor trucks. Requests for 
this book should be written on business 
letterheads and addressed to the B. F. 
Goodrich Company, Akron, Ohio, or 
the nearest Goodrich store. 


Badger “Clover-Leaf”’ 
Bumper 


The Auto Parts Mfg. Company, Mil- 
waukee, Wis., has recently put on the 


od 


Badger “Clover-Leaf” bumper 


market the Badger “Clover-Leaf” 
bumper, which is so designed, it is 
claimed, that it can be used in every 
style of frame. This is made with a 
one-piece spring bar, with a 2-in. semi- 
diamond bar, 2-in. channel bar or 2-in. 
round bar. The new spring bar is 
claimed to be the most practical for 
standard cars. The bar is made of 
% by 2-in. silico manganese steel. It 
has great resiliency and after a col- 
lision will always spring back to its 
normal shape, it is pointed out. 

The 2-in. semi-diamond bar re- 
sembles the heavy diamond bar, but 
while it is claimed to be practically as 
strong, it is not so cumbersome. At 
the same time it is considerably lower 
in price. 

The “Clover-Leaf” bumper is at- 
tached by means of a substantial yoke 
at the extreme end of the frame. The 
ratchet adjustment allows the bar to 
be set at any height desired. 

The frame castings and sleeves are 
finished in black enamel, and the bars 
are of nickel, brass or black, as 
desired. 


King Spindle Joint Anti- 
Rattler 


The King Specialty Mfg. Company, 
207 Washington Street, Brookline, 
Mass., has put on the market the King 
spindle joint anti-rattler for Ford 


























King spindle joint anti-rattler 


cars. This device is intended to be at- 
tached at the joint where the steering 
rod is fastened to the axle of the car. 
It stops the noise and keeps out the 
dirt, it is claimed. The retail price is 
$1 for the Ford car type and $1.50 
for the Overland type. 


Millers Falls “Star” 


The first issue of the Millers Falls 
Star came from the press recently. 
This is a monthly publication of four 
pages and is a new addition to the 
service department of .the Millers 
Falls Company, Millers Falls, Mass. 
“A Few Rays of Light on the Tool 
Selling Question” is the name that is 
given to the Star by its publishers. 

The articles are interesting and to 
the point and touch on subjects which 
should appeal to every man who sells 
tools. For instance, one article deals 
with the importance of securing the 
trade of the manual-training schools 
and another on the value of building 
up a service reputation. There is a 
“Behind the Counter” department and 
an open forum for the discussion of 
live subjects. This new journal is well 
illustrated and is attractively made up. 


“Aitchandee” Shock 
Absorbers 


The H & D Company, Inc., Good- 
land, Ind., has put on the market the 
“Aitchandee” shock absorber for Ford 














Above, the “Aitchandee” shock absorber 

attached to.a front azle; below, the 

‘“‘Aitchandee”’ shock absorber attached to 
a rear azle 


cars. The company claims that this 
shock absorber operates on a true 
cantilever principle, and that it will 
remove the side thrust which renders 
steering hard over rough roads or at 
high speed. It also adds a special 
resiliency to the springs and in many 
cases prevents their breaking. A 
slight downward pressure operates the 
lever on this device which gives a long 
pull on the resilient spring. A set 
of “Aitchandee” shock absorbers sells 
for $10. 


THE V-RAyY COMPANY, Marshall- 
town, Iowa, manufacturers of the 
V-Ray spark plug, has recently an- 
nounced that they are now ready to 
provide some unique selling helps for 
the dealer, especially for the one who 
is just commencing the sale of acces- 
sories. This company will furnish 
every dealer an attractive automatic 
electric flashing sign for the window, 
several new metal and other adver- 
tising signs, a line of attractive lit- 
eratuie and schedules showing the 
various sizes of plugs required by 
various cars. 


Hardware Age 


Stevens Aligning Reamer 


Stevens & Co., 375 Broadway, New 
York City, has recently put on the 
market the Stevens “3-in-1” aligning 
reamer for the adjustment of Ford 
main bearings. It is claimed by this 
company that the use of this tool will 
bring all the bearings to proper size 
and perfect alignment with very little 
work. The operation is very simple, 
it is stated, as all three bearings are 
reamed at the same time. 

It is also pointed out that the Ste- 
vens “3-in-1” aligning reamer may be 
used for reaming and fitting connect- 
ing rod bushings, as all bearings on 
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Stevens “3-in-1” aligning reamer 


the Ford crank shaft are of the same 
diameter. 


Woodhouse Catalog 


The J. S. Woodhouse Company, 
189-195 Water Street, New York 
City, has issued Catalog E of agri- 
cultural implements and machines, 
revised to date, illustrating and de- 
scribing an extensive line of modern 
agricultural tools for hand, field and 
garden. There is a large assortment 
of dependable types of tools from 
plows, harrows, cultivators, planters, 
diggers, distributors, weeders and 
drills to the innumerable large and 
small farm and garden implements 
used by progressive farmers and home 
gardeners. 


“Steer-Adius” for Ford Cars 


The Modern Specialty Company, 
Racine, Wis., manufactures the Mod- 
ern “Steer-Adius” for Ford cars. 
This is a combination of a central 
radius rod and a steering device. The 
central radius rod is adjustable to take 
up all looseness and rattle. It fits in 
the radius rod crotch to the middle of 
the front axle, and, it is claimed, pre- 
vents locking of the wheels and the 
breaking of the radius rod. It is also 
claimed that it prevents the axles from 
turning in or the front axle from 
tilting. 

The steering device is a simple ar- 
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The “Steer-Adius” for Ford cars 





























rangement of strong elastic coil 
springs attached to the central radius 
rod and connected directly with the 
steering arm. It can be adjusted to 
suit the driver. It is claimed that this 
will hold the car steadily and directly 
in its course. 
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The Biggest Field 


Offered for Any 
Accessory 


Wherever there’s an engine or com- 
pressor, there’s a market for 


MCcQUAY- NORRIS 


BAK:| ROOF 
PISTON RINGS 


People use engines to get power—power for their 
automobiles, motor cycles, motor boats, tractors, 
pumps, air compressors—and the power they get de- 
pends upon the condition of the piston rings they use. 


The piston rings originally installed by the 
manufacturers of these engines are usually cheap 
and inferior. They only last a limited time. 
When they begin to wear and lose fit, the power 
drops off. They must be replaced by the owner. 


And those owners are being told by steady 
advertising what \gamYReev Piston Rings will do 
to stop the trouble. What dependable efficiency 
they show—how long they last. How they save 
power, fuel and oil, and reduce cost of operating 
engine, motor or compressor. That’s why 
Van Rees Ring sales are growing all the time. 


There’s a good share of this trade for you. The 
hardware dealer is the logical source of supply 
for many of these owners. If you handle 
YaanYReer Rings—talk them—push them — 
you'll find out what a good, quick-selling, profitable 
line they are. 


There is only one true \gan¥Reew Piston 
Ring made. Be careful about imitations 
that may be called leak-proof — but that 
must fail to give \gamQReer service or 
Wan Roor satisfaction. See the name 


stamped on every_ring. 


Send for 
FREE 


Manufactured by 


McQuay-Norris Mfg. Co. 
2828 Locust Street, ST. LOUIS, MO. 
Canadian Factory: W.H. Banfield & Sons, 372 Pape Ave., Toronio 


e ge standard hand-book on 
New York Chicago Philadelphia Pittsburg t ils. et Compression. It 
San Francisco Los Angeles Cincinnati Seattle CUS What {gan! efficiency 

means. Post yourself on this 


Kansas City St. Paul Atlanta Denver 
Dallas accessory, 


CUT OFF COUPON, WRITE NAME 
AND ADDRESS ON MARGIN—MAIL. 


BRANCH OFFICES: 
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Globe Air Chucks 


The Globe Mfg. Company, Battle 
Creek, Mich., has recently put on the 
market the Globe “Leakproof” air 
chuck, which will hold the tire valve 
open while the tire is being inflated. 
It closes automatically, stopping the 
flow of air when detached from the 
tire valve. The tapered hose stem is 
accurately machined, it is claimed, 
which insures an air-tight hose con- 
nection. The chuck valve is easily ac- 
cessible by removing the hexagon 
screw on the top of the chuck. It is 
furnished in three sizes, to fit 4, % 
and %-in. hose. The net price is $1.25. 

This company has also recently put 
on the market the “Leakproof” air 
chuck with a needle valve. This valve 

















At the top is the “Leakproof” air chuck. 

The one in the center is fitted with a needle 

valve, and the one at the bottom with both 
a needle valve and pressure gage 


can be closed when the air is not being 
drawn. This permits the removal of 
-the chuck valve so that obstructive 
material can be taken out which might 
prevent the valve from closing. It 
also prevents the wasting of air. The 
company claims that the tube which 
holds the stem is accurately machined 
to insure an air-tight hose connection. 
This is also furnished in the same 
three sizes. The net price is $1.75. 

The “Leakproof” air chuck can also 
be furnished with a needle valve and 
pressure gage. This gage will register 
up to 150 lb. By closing the needle 
valve while the tire is filling the gage 
will instantly register the pressure on 
the tire. This permits the inflating of 
the tire to the exact pressure re- 
quired without the necessity of de- 
taching the chuck and testing with a 
separate tire tester. The net price of 
this device is $3.25. 


THE KENT VACUUM CLEANER COM- 
PANY, ROME, N. Y., has increased its 
capital stock from $25,000 to $100,000, 
and has under consideration the erec- 
tion of a new plant for its regular 
line of manufacture. F. T. Kent is 
president. 


“Hargrave” Spring Leaf 
Spreader 


The Cincinnati Tool Company, Nor- 
wood, Cincinnati, Ohio, recently put 
on the market the Hargrave spring 

















“Hargrave” spring leaf spreader 


leaf spreader, which is designed for 
use in separating the leaves of auto- 
mobile springs for lubrication. 

This simple tool is made in the 
shape of a clamp. It has a pointed 
chrome nickel steel screw, hardened 
and drawn in oil. The point is set 
between the leaves of the spring and 
the pressure applied on a wing nut. 
The company points out that because 
there is only one point to set between 
the leaves this tool is easy to adjust 
and will prevent breaking or bending 
of the leaves. It will take any spring 
from 1% to 3 in. wide. 

The price of this spring leaf 
spreader is $3 per doz. A package of 
1 doz. weighs 5 lb. The size of the 
package is 8 x 6 x 3% in. 


“Woodworth” Trouble- 
Proof Tires 


The Leather Tire Goods Company, 
Niagara Falls, N. Y., manufactures 
the “Woodworth” trouble-proof tire. 
Punctures are prevented by a strip of 
chrome tanned leather, and it is 
claimed that this does not stiffen the 
tire or sacrifice any of the valuable 
features of the regular pneumatic tire. 

The company claims that the 
“Woodworth” trouble- proof tire is 





pATENT MAY Ig13 | 
PUNCTURE -PROOF LEATHER 


EXTRA TOUGH AND DURABLE 
, TREAD COMPOUND 














A cross-section of a “Woodworth” trouble- 
proof tire 

very carefully made from high-grade 

material and is guaranteed against 

both punctures and blow-outs for 5000 

miles. 

The price of the “Woodworth” 
trouble-proof tires are about the same 
as any other strictly high-grade tire. 
The company states’ that there is a 
generous discount allowed to dealers. 


Hardware Age 


Walden Socket Wrench Dis- 
play Board 


The Walden Mfg. Company, Wor- 
cester, Mass., recently announced to 
the trade the No. 78 display and stock 
set of special wrenches for use on 
Ford cars. 

The face of the board is covered 
with sheet metal lithographed in 
black and yellow. The center panel 
in black and white contains the direc- 
tory of wrenches for the Ford car and 
full information regarding the differ- 
ent tools. The number of each wrench 
appears on the board as shown in the 
illustration. The hooks are held by a 
nut and check nut and will remain in 
a permanent position. 

The No. 78 display and stock set 

















Walden socket wrench display board 
Wo. 78 


contains six each of thirteen different 
wrenches for the Ford car, which re- 
tail from 35c. to 65c. each. 


THE SYKES METAL LATH & Roor- 
ING COMPANY, Warren, Ohio, has re- 
cently purchased the metal lath de- 
partment of the Brier Hill Steel Com- 
pany, which wzs formerly operated 
under the name of the Garry Iron & 
Steel Company at Niles, Ohio. This 
plant will be operated by the Sykes 
Metal Lath & Roofing Company in ad- 
dition to the plant now running at 
Warren, Ohio, and the different types 
of metal lath manufactured by the 
Garry Iron & Steel Company will be 
made in addition to the various Sykes 
brands. | 


THE AUTO ParRTs & MACHINERY 
CoMPANY, Milwaukee, Wis., has been 
incorporated with g capital stock of 
$7,500 by Peter Hott, William Koenig 
and Joseph P. Callan, attorney, to 
manufacture automobile parts and ac- 
cessories and other mechanical spe- 
cialties. 


THE JORDAN CARBURETER COMPANY, 
Basic City, Va., has been incorpor- 
ated with $300,000 eapital stock by 
L. F. Jordan and others. 
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REMINGTON ARMS-|| 


METALLIC CARTRIDGE! 
NEW YORK 


CONTENTS ONE QUART 
it 
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Have YOU Stockep 1 


yf OUR sportsmen customers would appreciate the 

opportunity to buy this new but well-tried lubri- 
cant, rust preventive and powder solvent over your 
counter. 


You have a chance here to add to your reputation as 
a live wire dealer, always ready to get hold of good new 
things for your patrons. 


In developing Rem Oil, the Remington UMC chemists 
were told that they must offer to the public a better oil 
than had previously existed or none at all. Rem Oil is a 
real advance, and both dealers and customers have been 
quick to recognize it as the leader in its field. 























You will be able to sell Rem Oil not only as a gun 
oil but for use on bicycles, fishing reels, lawn mowers, 
locks, magnetos, electric motors, sewing machines, roller 
skates, typewriters, etc. New uses are bobbing up every 
day—one man writes, for instance, that there are parts 
of his automobile that he cannot lubricate successfully 
with any other oil. 

Rem Oil retails at 25c per 2!4-0z. bottle and $1.25 for a quart 


can—with a good margin of profit for you. It goes to you packed 
in an attractive cardboard counter case. 


Let us send you an introductory shipment through your jobber 
and we will supply you at once with two-color counter folders and 
announcement cards for mailings to your customers. 


The Remington Arms Union Metallic Cartridge Co. 
Woolworth Bldg., New York 


















a ~ Use This Coupon: 





To the Remington Arms U. M. C. Co.: 


Piease ship to me 
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Rem Oil 
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Also send me Rem Oil circulars, post cards, etc. 
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NOTES OF THE RETAIL HARDWARE TRADE 











NEZ PERCE, IDAHO.—The Thomas & Jamison Company, 
moved has purchased the Western Hardware & Implement Com- 
an'y. 


LE ROY, ILL.—George W. Simpson has disposed of his 
hardware and implement stock to Whitecraft and Clegg. 


MARION, ILL.—Frederick Taylor, who has resigned as 
manager of the Marion Supply Company, has sold his stock 
to A. G. Kimball. There will be no change in the firm name. 


MELVIN, ILL.—The stock of automobile accessories, bath- 
room fixtures, cream separators, electrical household special- 
ties, etc., formerly owned by Thompson & Co., has been pur- 
chased by W. E. Thompson. 


PAWNEE, ILL.—The J. J. Willenborg Company, which has 
recently added a stock of hardware, requests catalogs on 
builders’ hardware, churns, cream separators, crockery and 
glassware, cutlery, heavy hardware, linoleum, lubricating 
oils, oil cloth, poultry supplies, shelf hardware, silverware and 
washing machines. 


DECATUR, IND.—The Schaub Dowling Company has 
changed its name to the Dowling Shuey Company. 


ANAMOSA, IOWA.—The Weber Hardware Company has 
been incorporated with a capital of $15,000 to deal in the 
following on which catalogs are requested: Automobile ac- 
cessories, bathroom fixtures, belting and packing, bicycles, 
buggy whips, builders’ hardware, children’s vehicles, churns, 
cream separators, cutlery, dog collars, dynamite, electrical 
household specialties, fishing tackle, furnaces, galvanized and 
tin sheets, gasoline engines, heating stoves, heavy hardware, 
home barbers’ supplies, kitchen housefurnishings, lubricating 
oils, mechanics’ tools, oil cloth, paints, oils, varnishes and 

lass, plumbing department, poultry supplies, prepared roof- 
ng, pumps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware and washing machines. 
The officers are, L. J. Bergmann, president; F. A. Mabie, 
treasurer, and S. D. Monroe, secretary. 


BOXHOLM, IOWA.—P. A. Stark has sold his stock and 
business to I. L. Reedholm, who will continue the business 
under the name of the Boxholm Hardware & Implement 
Company. 


DELTA, IOWA.—The stock of the Taylor Hardware Com- 
pany, consisting of baseball goods, churns, fishing tackle, 
electrical household specialties, heating stoves, mechanics’ 
tools, etc., is now owned by the Dunn Hardware Company. 


MONMOUTH, ME.—The firm of Day & Richardson has 
been dissolved. N. W. Richardson will continue under his 
own name, and deal in automobile accessories, baseball goods, 
buggy whips, builders’ hardware, building paper, churns, 
crockery and glassware, cutlery, dairy supplies, dog collars, 
dynamite, fishing tackle, galvanized and tin sheets, hammocks 
and tents, heating stoves, heavy hardware, kitchen house- 
furnishings, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, poultry supplies, prepared roofing, pumps, 
ranges and cook stoves, shelf hardware and sporting goods. 


RUMFORD, ME.—Clough & Pillsbury have succeeded 
Frederick O. Walker. A complete stock of hardware will be 
carried by the new firm. Catalogs requested covering auto- 
mobile accessories. 


LITCHFIELD, MICH.—Walter D. Sharp has disposed of 
his hardware business to Clair Stoddard, who is now in pos- 
session, and requests catalogs on metal letter signs. 


STEWARTVILLE, MINN.—The hardware business for- 
merly conducted by Lawrence & Cattle has been purchased 
by William Drollinger & Son. 


PORT GIBSON, MISS.—The Claiborne Hardware Company 
has bought a 2-story brick building, into which it will move 
about Sept. 1. Catalogs requested pertaining to automobile 
accessories, baseball goods, bathroom fixtures, belting and 
packing, buggy whips, builders’ hardware, building paper, 
churns,.cream separators, crockery and glassware, cutlery, 
dog collars, dynamite, fishing tackle, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, heat- 
ing stoves, heavy farm implements, heavy hardware, home 
barbers’ supplies, iron beds, kitchen housefurnishings, lime 
and cement, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, plumbing department, prepared roofing, 
pumps, Ses go and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, sporting goods, wagons and buggies. 


MAYSVILLE, MO.—J. W. McCrea & Co. are successors to 
the firm of Brant & McCrea, and have added a complete 
stock of hardware, stoves and tinware. Catalogs requested 
on hardware and washing machines. 


MEXICO, MO.—Dry & Sappington have started in busi- 
ness, and will deal in cutlery, fishing tackle, mechanics’ tools, 


ranges and cook stoves, etc. 


NOEL, MO.—The Noel Hardware Company, which now 
owns the hardware business of W. A. Walters, requests 
catalogs on buggy whips, builders’ hardware, building paper, 
cream separators, crockery and glassware, cutlery, dog col- 
lars, fishing tackle, galvanized and tin sheets, harness, heat- 
ing stoves, heavy farm implements, heavy hardware, lubricat- 
ing oils, mechanics’ tools, ranges and cook stoves, shelf hard- 
ware, silverware, wagons and washing machines. 


PLENTYWOOD, MONT.—The stock of automobile acces- 
sories, baseball goods, belting and packing, buggy whips, 
builders’ hardware, building paper, children’s vehicles, churns, 
cream separators, crockery and glassware, cutlery, dairy 
supplies, dog collars, furnace, furniture department, galvan- 
ized and tin sheets, gasoline engines, hammocks and tents, 
harness, heating stoves, heavy hardware, iron beds, kitchen 
cabinets, kitchen housefurnishings, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, paints, oils, varnishes and glass, 
plumbing department, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware, 
silverware, sporting goods, tin shop, toys and games, wagons, 
buggies and washing machines of M. M. Johnson has been 
bought by Helland-Strand. Catalogs requested on the above. 


COLON, NEB.—The Colon Hardware Company has re-*” 


modeled its building, and will carry a large stock of furni- 
ture and housefurnishing in addition to its regular line. 


CANTON, N. Y.—Barnes & Smithers are purchasers of the 
Canton Hardware Company at 16 Main Street. The business 
is both wholesale and retail in the following lines, on which 
catalogs are requested: Bathroom fixtures, belting and 
packing, buggy whips, builders’ hardware, building paper, 
cream separators, cutlery, dairy supplies, dog collars, dyna- 
mite, fishing tackle, furnaces, galvanized and tin sheets, gaso- 
line engines, heating stoves, heavy farm implements, heavy 
hardware, lime and cement, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, plumbing department, poul- 
try supplies, prepared roofing, pumps, ranges and cook stoves, 
refrigerators, shelf hardware, sporting goods, tin shop and 
washing machines. 


DEPOSIT, N. Y.—The interior of the hardware store of 
Albert P. Minor & Son is being redecorated and a steel ceil- 
ing and electric lights will be among the new features. 


LIVONIA, N. Y.—A hardware store has been opened here 
by Kamp Bros. 


RYDER, N. D.—C. J. 
purchased the Holtan Bros. Implement Company. 
& Snippen will be the new firm name. 


UNDERWOOD, N. D.—John G. Maloney has disposed of 
his hardware and implement business to the Bauer-Wacholtz 
Merc. Company. Catalogs requested on hardware, machinery, 
paints and oils. 


COLUMBUS, OHIO.—William A. Fearn, founder and presi- 
dent of the Cussins & Fearn Company, 48-54 West Spring 
Street, has acquired the interest of C. D. Cussins, who is re- 
tiring. Many new lines will be added to the company’s 
stock, new fixtures installed, the stock rearranged, and the 
ftoor space increased. The firm name will remain unchanged. 


GREENFIELD, OHIO.—The Greenfield Hardware & Sup- 
ply — has increased its capital from $15,000 to 


Lenartson and Henry Snippen have 
Lenartson 


ELK CITY, OKLA.—Joseph Van Auken, who founded the 
Van Auken-Ulmer Implement Company many years ago, has 
purchased Mr. Ulmer’s interest, and will continue the busi- 
ness under the same name. 


MAUD, OKLA.—The Warren-Smith Hardware Company 
of Shawnee has opened a branch store and will carry a stock 
of automobile accessories, baseball goods, bathroom fixtures, 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cream sepa- 
rators, crockery and glassware, cutlery, dairy supplies, dog 
collars, dynamite, electrical household specialties, fishing 
tackle, galvanized and tin sheets, gasoline engines, hammocks 
and tents, harness, heating stoves, heavy farm implements, 
heavy hardware, home barbers’ supplies, iron beds, kitchen 
cabinets, kitchen housefurnishings, lubricating oils, mechan- 
ics’ tools, oil cloth, paints, oils, varnishes and glass, poultry 
supplies, prepared roofing, pumps, ranges and cook stoves, re- 
frigerators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, toys and games, wagons, buggies 
and washing machines. 


McMINNVILLE, ORE.—Louis Courtemanche, who recently 
withdrew from the firm of DeHaven & Son, has bought an 
interest in the Vinton Hardware & Implement Company, 
and the name has been changed to the Smith Courtemanche 
Company. The building has been remodeled, and the com- 
pany contemplates the erection of an addition, two stories 
and basement, 20 x 60 ft. 


ELLWOOD CITY, PA.—The Harbison-Yahn Hardware 
Company has engaged in business at 522-524 Lawrence 
Avenue, dealing in automobile accessories, baseball goods, 
bathroom fixtures, belting and packing, bicycles, buggy whips, 
builders’ hardware, building paper, children’s vehicles, churns, 
cream separators, crockery and glassware, cutlery, dairy 
supplies, dog collars, dynamite, electrical household special- 
ties, fishing tackle, furnaces, hammocks and tents, harness, 
heating stoves, heavy farm implements, heavy hardware, 
home barbers’ supplies, kitchen housefurnishings, lime and 
cement, lubricating oils, mechanics’ tools, oil cloth, paints, 
oils, varnishes and glass, plumbing department, poultry sup- 
plies, prepared roofing, pumps, ranges and cook stoves. re- 
frigerators, sewing machines, shelf hardware, silverware, 
sporting goods, toys, games and washing machines. 


BRODHEAD, WIS.—Earl Rush has purchased an interest 
in the Brodhead Hardware Company. 


DEFOREST, WIS.—O. M. Roisum has withdrawn from the 
De Forest Implement Company. A. J. Thue is now sole 
owner of the business. 


EDGERTON, WIS.—The Hain, Livich & Arthur Company 
has been incorporated with a capital stock of $20,000. The 
incorporators are Harry E. Hain, Frank Livick and Hubert 
Arthur. The firm will handle a stock of automobile acces- 
sories, baseball goods, bathroom fixtures, belting and packing, 
bicycles, builders’ hardware, building paper, churns, cutlery. 
dog collars, dynamite, fishing tackle, furnaces, galvanized 
and tin sheets, gasoline engines, heating stoves, heavy hard- 
ware, lubricating oils, mechanics’ tools, oil cloth, plumbing 
department, poultry supplies, prepared roofing, pumps, ranges 
and cook stoves, refrigerators, shelf hardware, and washing 
machines. 


JEFFERSON, WIS.—J. W. Robisch has sold a part of his 
interest in the store of J. G. Robisch and Leonard Vogel. The 
firm will hereafter be known as the J. W. Robisch Company. 


WAUKESHA, WIS.—The Perkins Hardware Company has 
been incorporated with a capital stock of $20,000. The in- 
corporators are A. Perkins, . Balding, J. W. Birth- 
rong and H. W. White. A stock of the following will be 
carried: Bicycles, buggy whips, builders’ hardware, building 
paper, churns, crockery and glassware, cutlery, dog collars, 
electrical household specialties, fishing tackle, furnaces, fur- 
niture department, galvanized and tin sheets, hammocks and 
tents, heating stoves, heavy farm implements, heavy hard- 
ware, kitchen housefurnishings, lubricating oils, mechanics’ 
tools, oil cloth, paints, oils, varnishes and glass, prepared 
roofing, pumps, ranges and cook stoves, refrigerators, shelf 
hardware, silverware, sporting goods, tin shop, to'vs, games, 
and washing machines. 
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™ Get in Mesh / 
a with the Profit 
JEM a. Dealer ! 


The one sure way to make real 
money out of the tire business is 
to gear your store to a company 
which not only builds the best 
tires, but protects the dealer 
through a _ square-deal selling 
policy. 
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The Miller plan of selling tires is different 
from the others—and better. It gives 
the dealer his—that’s why Miller 
dealers are merchandisers and give real 
service to Miller Tire Users. 


» \ 
LLY MY yy wy wvr? 
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We want to tell you more about 


Miller 


Geared-to-the-Road 


Tires 


We want you to know how the Miller 
Method of building tires retains all the 


natural vegetable wax and oil in the 
cotton fibre. 


We want to give you the details of the 
Miller Selling Plan. Then you'll under- 
stand what it means to be “In Mesh”’ 


with the Profit. 


The Miller Rubber Co. 


AKRON, O., U.S.A. 
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